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INTERCHANGEABLE CASTERS 


Metal bad so iter are inter- 
er a wi grip-neck socket 


composition wheel provides for the first 
time a quality caster wheel in the price 
range of wood and steel wheels. 


Dealers! Here is an amazing new caster 
development which simplifies and stimu- 


lates caster sales! 

The new Series 46x44 Bassick Caster 
can be fitted interchangeably with either 
grip-neck sockets or all sizes of detach- 
able metal bed sockets . . . adapting this 
one caster to either wood furniture or 
metal beds. 

Now, with this caster, plus a few other 
items of Bassick floor protection equip- 
ment, you can satisfy 95% of all de- 
mands. With a smaller stock you get 
quicker turn-over and greater profits. 

As an additional sales feature, Bassick 
has developed .a new caster wheel, the 


“Universal.” This satin-black, non-metallic. 





Stock now for the Spring cleaning sea- 


‘son—write for a sample, of this caster 


and socket. Ask your jobber, or write 
The Bassick Company, Bridgeport, Conn. 
The world’s oldest and largest 
éaster manufacturers 





NEW! 


The new Bassick ‘’Universal’’ 
wheel is of solid, durable 
fibrous composition . . Good 
looking, non-brittle and unex- 
celled for furniture caster use. 























MR. HARDWARE DEALER: You / If every Tom, Dick and Harry out- 
have heard all kinds of claims y let sells those same Roller-Skates 
made for Roller - Skates _ and at any old price, WHAT 
“World's Oldest — Greatest \. does it leave YOU? OUR 
— Largest — Fastest — , P NEW IDEA FOR ROL- 
Most Mileage New LER -SKATE SALES 


1S HELPFUL 
TO YOU IN 
PROFIT! 


Rolls — Heavy Rolls 
_ -Etc., Etc.., Etc.,” 
but WHAT 

DOES ALL 
THAT DO 
FOR 
YOU? 


99 
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This copyrighted and trade-mark-protected sales help is genuinely new and will aid you to make a 
PROFIT in return for your help to sell our Roller Skates. ASK YOUR JOBBER and he will supply 
you with one of these FREE SERVICE STATIONS—a sales-aid which reaches you free with a pur- 
chase of PEXTO Skates and one which will help you sell Skates QUICKLY and PROFIT ABLY. This 
great help comes to you only with PEXTO Roller Skates and PEXTO Roller Skates are sold only to 


the regular trade. 


THE PECK, STOW & WILCOX CO., SOUTHINGTON, CONNECTICUT, U. S. A. 


— Established 14 years more than a Century — 
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Remington, 
WEEKLY@@LETTER 


Buried in a swamp KLEANBORE 
still protects the barrel! 














I wish I had space to quote all of a 
letter just received from Mr. George G. 
Smith, Deputy Sheriff of Kane County, 
Ill. I’m giving you enough, though, to 
bring out Mr. Smith’s astonishing ex- 
perience with a Remington Rifle and 
Kleanbore Cartridges. 


His letter begins: ‘‘I am taking this 
means of recqgunting what to me seems 
a remarkable performance of equip- 
ment bearing your company’s name.” 
He then tells of finding a Model 8 Rem- 
ington Autoloading Rifle in’a marsh by 
the roadside, and continues: 


“How long it lay in this muck and water, I do not 
know, but the swollen forearm and stock along with 
the rust encrusted and pitted barrel, jacket and re- 
ceiver, bore mute testimony to many months’ exposure. 
The internal mechanism was a solid mass of rust and 
it was only with the utmost difficulty that it was 
disassembled. However, sandpaper and scraping soon 
had the woodwork back to a point where only a few 
of the deeper stains remained, and by the use of emery 
and oil the rest was but a matter of time and patience 
and the gun, although outwardly pitted and stained, 
is now in A-1 shooting condition. 

‘‘Now here are some facts that may be of interest to 
you. This gun when found, was fully loaded with five 
Remington Kleanbore .30 calibre Express Cartridges. 

“After the gun was cleaned up, it was taken to the 
range and reloaded with these same cartridges, where 
four of them were fired on targets at 200 yards. The 





Here’s the gun: 


Remington Model 8 
Autoloading Rifle 


Here’s the cartridge: 
Remington Klean- 


bore Express .30 
caliber cartridge 


















gun functioned perfectly 
with this ammunition and 
registered four hits on a six- 
inch bull which seems a remark- 
able performance for ammunition 
which had lain in mud and water 
for the length of time which this 
evidently had. The fifth cartridge I 
am holding for your inspection should 
you s0 desire. 

“The accuracy with which this gun shoots 
bears testimony to the condition of its bore, 
which with the aid of a good cleaner is in 
excellent condition. The only logical explana- 
tion for this is its former owner's foresight in 
using Kleanbore ammunition which certainly lived up 
to its reputation and protected the rifling of this gun 
against the inroads of rust and corrosion which are so 
evident elsewhere.”’ 


We are certainly indebted to Mr. 
Smith for this communication. Not 
because it tells us anything we didn’t 
know about how Kleanbore protects a 
rifle or shotguh barrel, but because it 
is just one more piece of evidence of 
how widely this is recognized among 
shooters everywhere. _ 

Its message for you, for all dealers 
and jobbers, is: simplify your stocks. 
Concentrate on Kleanbore metallics 
and shot shells. Your customers know 
they are superior. It’s what they want 
and you don’t need 
anything else to xf Par 328, 
satisfy them. President 


REMINGTON ARMS COMPANY, Inc., BRIDGEPORT, CONNECTICUT 
Originators of Kleanbore Ammunition 
MANUFACTURERS OF ARMS, AMMUNITION AND CUTLERY 


© 1988 R. A. Co. 





The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 
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NO TOP OR BOTTOM RAILS 
REQUIRED 


CAN NOT BE UNTWISTED 


HANGS STRAIGHT AND 
TIGHT 





Most Satisfactory 
Poultry Fence You Can Handle 


Net-Wick spells real economy for every user and profit for the dealer. 
Quickly and easily erected without use of rails or boards, it hangs 
straight, stays tight, never buckles, bags, or sags, and the twist 
"stays put." In 


Net-Wick Straight Line Poultry Fence 


both the horizontal and perpendicular wires are of the same full gauge with 
just enough wave in the horizontals to allow for contraction and expansion. Net- 
Wick is made from the best Copper-Bearing Open Hearth Steel—we control 
every operation from raw material to finished product and can assure you of 
uniform high quality in every roll. 

Widths 12” to 72”. 2” mesh. No. 19 or 20 wire and |” mesh No. 20. Fur- 
nished galvanized before or after weaving. Bales of 150 lineal ft. 


Also Hex. Poultry Netting, standard grades of Galvanized Hardware Cloth, 
2-2!/,-3-4—5—6 and 8 mesh of the same high quality. 


Your Jobber will supply you. 
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WHERE {5 THE UNIT. 


The newest, finest, greatest refrigerator ever offered or even 
dreamed about. A triumph of 17 years of scientific research and 
engineering development. Made by one of the oldest and largest 
manufacturers of refrigeration equipment in the world. 
The 1933 Copeland is the most revolutionary development in the 
history of the industry. 
It wipes out all dealer service problems. 
It contains a new hermetic-type cartridge unit. 
The 74-pound full-powered unit is not on top, in the bottom, 
on the sides or on the front or back of the cabinet. 
The Compressor, including the MOTOR, has only 3 small 
moving parts. 
It slips in and out of the cabinet quicker than a refrigerator 
can be filled with ice. 
It defrosts automatically. 


The 1933 
Copeland 
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It makes the entire cabinet a semi-hydrator. 
It’s all food an ice space, in much less kitchen space. 


Radical changes have affected every angle of your market for two 
years. Copeland meets this 1933 market with the outstanding 
challenge of the industry—-the most advanced design and— a 
new type of mechanism which overturns all existing methods 


of distributing and selling. 





Get the whole Profit and Sales Plan Story— 


SEND THIS COUPON NOW 





COPELAND, Mt. Clemens, Mich. 
Gentlemen : 
I want to know all about the 1933 Copeland. 


I have handled the following refrigerators: 


NAME 
NAME OF FIRM 


ADDRESS - 
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ANNOUNCEMENT 


EXTRAORDINARY 
Cabinet Porcelain Table Top Ironers . . $799 


Embodying Conlon Patented Features 


Conlon Corporation, Patentee and Pioneer in the development of Cabinet Table Top Iron- 
ers, steps forward with startling new program for merchandising both Cabinet Porcelain 
Table Top and non-cabinet Ironers. All are new and improved models. They embody, 
along with adjudicated patent protection, exclusive features found only in Conlon 
Ironers, and are priced $20.00 to $30.00 lower than Conlon Cabinet Porcelain Table 
Top Ironers have ever before been sold. 

New reduced prices are made possible only by having completed amortization of years of 
development and engineering expense in creating the greatest Ironer value obtainable, and 
enable the Household Appliance Dealers to reach the genuine volume that has been waiting 
for the proper exploitation of a thoroughly proven-in quality Ironer at prices within the . 
reach of practically every home. - 


Non-Cabinet lroners . . $5 9° 


Eight new and improved models of Washers, popularly priced in connection with the 
advantageous new set-up on Ironers, make the winning combination. 


At each of four price levels there are two Conlon models—one with open exposed porce- 
lain tub and one with the famous ‘“‘Hold-Heet” double tub. 


The reception afforded these models at their first showing at the National House Fur- 
nishing Manufacturers’ Exhibit, Hotel Stevens, Chicago, January 9th to 14th, convinces 
us that we have the answer to the Washing Machine market requirements. 


Washers . . $49°° and up 


Details of Franchise and Finance Plans are Ready 


CONLON CORPORATION 


19th St. and 52nd Ave., Chicago 
Dept. A 





Builders of Highest Quality Washers and lroners Since 1913 
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Mr. Merchant, We Have a Common Bond 


BY 
E. B. GALLAHER 


Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


DOCTOR SHOULD BE WILLING to take his own medicine—at least we think 
so—we have done it. 


When all the costly combinations and absorptions in our industry were taking place, 


kept its overhead down—attended to its 





Clover stood firm 
own knitting—remained independent of all trusts. 

To-day our volume is over three times as great as it was 
two years ago. We were compelled to erect a new unit to 
our factory last year, and are now about to start three new 
units in order to care for our rapidly expanding business. 
What does this mean? 





It means that our goods must be right—service first 
class—prices right—ready consumer acceptance. It can 
mean nothing else. 





And why not? We have no bonded indebtedness—no 
preferred stock—no bank loans—no merger dead horses to write off—we discount all 
our bills. 

Thus, our overhead is extremely low, and we can turn out the highest grade of 
products at the lowest possible prices—and still make money. 

The independent merchant and the independent manufacturer are to-day, shoulder 
to shoulder, serving the country in an important manner—they have much in common. 

There are here presented strong arguments for the mer- , 


chant who is now striving to improve his sources of supply 


before the next upswing. MAY WE SERVE YOU? 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


CLOVER MANUFACTURING COMPANY Pes. Y fou may send me, without obligation, samples of: 
NORWALK, CONN., U.S. A. 


____| Green-Stripe Sandpaper. 
| Red-Stripe Turkish Emery Cloth—for polishing. 











| Yellow-Stripe Aluminous Oxide Cloth—for cut 
___| ting hard metals, The univ ersal shop abrasive. 

















SANDPAPERS | Orange-Stripe Garnet Paper—for wood-working. 
METAL-CUTTING PAPERS AND CLOTHS ___| Clover Grease-Mixed Grinding Compound 
| Clover Water-Mixed Valve-Grinding Compound. 
WOOD-WORKING PAPERS AND CLOTHS a — : ; 
CLOVER GRINDING AND LAPPING COMPOUNDS \| Address 


1} 
|| Character of business 
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1 NEW DISCOUNTS! Servel offers 


new chances for profit. 


2 NEW LINES! The new Crusader 
line meets every ‘“‘price’’ compe- 
tition. Servel Hermetic is for 
quality buyers. 


3 NEW FIELD OF PROSPECTS! 
Servel opens up eight new mar- 
kets for you! 


4 NEW PRICES! Prices have been 


lowered without sacrifice of 
product. 


5S NEW HELP FROM FACTORY! 
Servel has a new plan of co-oper- 
ation in selling. 


6G A NEW ADVERTISING SET-UP! 
Advertising that meets the vary- 
ing local conditions—and more 
too! 


Learn the details of this new deal in 
electric refrigeration. It’s startling— 
new—and 100% good business plan- 
ning for Hardware dealers. 





CHICAGO FURNITURE MARKET SAYS 


“OKAY” 


Servel’s new deal was presented to hundreds 
of dealers during the January market. Never 
have we seen a more favorable reaction. Not 
one dissenting voice. One after another, these 
dealers told us the plan was ‘‘sound’’—‘‘ex- 
cellent’’—‘‘an aid to better times.’’ One ex- 
pressed the general feeling as ‘‘A courageous 
and far-sighted move that should bring far 
greater sales.”’ 


BECAUSE SERVEL’S NEW DEAL 


OFFERS THE BEST OPPORTUNITY 








IN YEARS FOR REFRIGERATION 








PROFITS, RETAILERS EVERYWHERE 







WELCOME IT. SERVEL HAS BUILT 







THE NEW DEAL ON THE PREMISE 







THAT GREATER PROFITS BELONG 








TO THE MAN MAKING THE SALE 











WRITE TODAY! 


SERVEL 


Evansville, Indiana 


A COMPLETE LINE OF ELECTRIC REFRIGERATION 


Homes ° Stores * Restaurants a Water Coolers 
Ice Cream Cabinets . Milk Coolers + Air Conditioning 
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BOSTON NOZ7Z 
PLREESC SPRAY NOZZLE 


TON WOVEN HOSE & RUBBER ( 


The most imitated nozzle on the 
market. Never equalled in quality. 
Each nozzle packed in a separate 
carton. 12 cartons in full color 
lithographed display package. The 
fastest selling nozzle in the world. 
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= he Boston Line of Garden Hose 
as@ A Standard Line for Every Need 
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Good Luck Hose Washers 
sell for 10c a package 


Known everywhere by name and 
recognized as the standard friction 


showing you a splenad tape of the country. Nationally 
profit. Two gross (24 advertised. In 1, 2, 4 and 8 ounce 
cartons) in display con- rolls; in full color cartons all packed 

tainer as shown. in handsome full color display 


containers. 


BOSTON WOVEN HOSE & RUBBER CO. 


Makers of Quality Rubber Goods for Fifty Years 


Works: Cambridge, Massachusetts 
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Postal Address Box 5077, Boston, Massachusetts 

















































Keep Your Figet 


——— 
—— TARE AY 
= 











Actual size of sheets 9% by 12 inches 
over all; writing area 8% x 11% 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price—$1 for 200 sheets (400 pages). 








Retailers Designed This New a 
Hardware Age Inventory Sheet 


E asked 1000 leading retail hardware 
















dollar investment provides inventory “entry 
space for 11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


239 West 39th Street 


, of the HARDWARE AGE INVENTORY 


TORY SHEETS will fit the standard HARD- 
WARE AGE INVENTORY BINDER used 
by thousands of dealers. Send Your dollar 
with your order for 200 of new inventory 
sheets to 


HARDWARE AGE 


New York City 








HARDWARE AGE 


merchants to help us design this new SHEETS, because they were simple, conven- N 
HARDWARE AGE INVENTORY ient and handy to use. The new form of sheet KR 
RECORD SHEET. Here is the result, a new is even more simple, more convenient and \ 
sheet, a new size, a new form and a NEW easier to use. Our entire effort was directed \ 
LOW PRICE—$1 for 200 sheets. As these are toward making annual hardware inventories an N 
printed on both sides, this means $1 for 400 easier job. 
pages of inventory record sheets for one dollar. The new HARDWARE AGE INVEN- 
Each page takes 28 items, one to a line. Your b 
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the Whole Story tn a Nutshell 
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GREATER KILLING POWER 


.. SUPER ACCURACY! That's Why 
So Many Shooters Want WESTERN CARTRIDGES 


A .22 caliber cartridge with enough 
power to kill a coyote at 71 yards! 
An actual demonstration of the kill- 
ing power of Super-X long range 
.22’s—one of many similar cases, 
some even more remarkable, prov- 
ing the super shooting qualities of 
these little giants. 


No wonder your customers come 
back for more when you sell them 
Super-X. No other .22 cartridge 
compares with it for power—wallop 
—speed—and Sales. 50% more 
power and 26% greater speed — 
made possible by Western’s pat- 
ented Double Action powder. 

The glistening, nickel-plated case 
and golden, greaseless Lubaloy bul- 
let make Super-X .22’s sell on sight. 
Loaded with non-corrosive prim- 
ing, Super-X keeps the rifle bore 
free from rust, as bright as new. 


PRINTED IN U.S A 





SUPER 


AMMUNITION 


For big game nothing equals the 
deadly Western Lubaloy Open-point 
Expanding and Boat-tail bullets. 
Lubaloy is a special bullet jacket 
metal made of a lubricating alloy 
which lengthens the life of the rifle. 
An exceptional sales advantage 
found only in Western rifle and 
pistol cartridges. 


Place Your Future Order Now 


By ordering now you can get the 
exact specifications that you need. 
Your jobber will appreciate it. too, 
and he deserves all the help you can 
give him. If you haven’t been selling 
Western there is a jobber near you 
—ready to give you the kind of 
service you want and expect. 


WESTERN CARTRIDGE COMPANY 
255 Adams Street, East Alton, III. 
Branch Offices: Jersey City, N. J., San Francisco, Cal. 
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Now, i 
Ne ma never before, Super-X is the only shell 


50% MORE POWER 
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STANLEY 


NEW BRITAIN, CONN. 






HAND TOOLS 


























SCREW WANOLE 
AQUUSTMENT ™ 





No. 2115 Adjustable Frame for 
Blades 8 to 12 inches 


No. 2115 as shown. Adjustable Frame, Nickel 
Plated. Cor ted steel = grip with dull 


nickel finish. ing nut adjustment for tighten- 
ing — Depth of frame 2% in., steel % 
n, wide. 

No. 2116, Same as No. 2115 but includes one 
blade with each frame. 

Packed one in a cardboard box. 


No. 2150 Adjustable 8 to 12 


inches 


No. 2150 as shown. Adjustable Frame, Nickel 
Plated. Black enameled handle with screw ad- 
justment for tightening blade. Depth of frame 
2% in. steel % in. wide. 

No. 2151. Same as No. 2150 but includes one 
blade with each frame. 

Packed one in a cardboard box. The ‘‘Union’’ 
Line includes patterns for household use as well 
as mechanics. 


No. 2175 Adjustable Frame 


For heavy duty. Nickel plated—highly polished. 
Strong steel connection with double end adjust- 
ment giving maximum strength when frame is 
fully extended. Corrugated steel pistol grip, 
chromium plated. Wing nut adjustment for 
tightening blade. Depth of frame 3% in., steel 
% in. wide. No. 2176 same, but includes one 
blade with each frame. Packed one in card- 
board box. 





Price Will Help Sell “UNION” Hack Saw Frames 


Every mechanic and home owner who uses hack saws 
will give thoughtful consideration to “UNION” Hack 
Saw Frames because of their established quality and 
moderate cost. 


Economy is the “buy” word—dealers who sell 
“UNION” Frames can point out a material saving 
to customers at the buying end. 





Ask Your “ 
Jobber to 
Supply You 











New York Office 


-OMPANY 
~ 


Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 


“UNION” Hack Saw Frames will also enable cus- 
tomers to effect additional savings in blades. Good 
blades used in “UNION” Frames properly handled 
will last longer because the adjustment for tightening 
holds the blades securely and keeps them correctly 
tensioned. Patterns for every requirement. 




















151 Chambers St. 
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AS EASY AS ALL THAT? Yessir! For the magic man 
in the Double X can is a wonder-worker and no 
mistake! In one brisk swoop of the brush or mop 
Double X not only removes every trace of var- 
nish, shellac, wax and dirt, but bleaches the sur- 
face slick and smooth, ready for refinishing. 


A 75¢ [pound] can of this double-action magic, 
a pail of boiling water, a brush or mop, a bit of 
steel wool—that’s all anyone needs to “spark 
up” 200 square feet. Moreover, Double X 
has nothing “up its sleeve.” Can’t hurt the 
hands or raise the grain or buckle the floor! 


And don’t forget that every sale of Double 
X means an unfinished floor [or other sur- 
face] which must be finished. This means, 
in turn, the sale of varnish, shellac, wax, 
brushes and other neat-profit items. 


To top it all, Double X is now backed 
by a nation-wide campaign of advertis- 
ing. Tie up and team up! Let your 
store become known as headquarters 
for this modern wonder-product that 
“makes varnish vanish” and makes 
customers come back for more. 
Schalk Chemical Co., 357 E. 2nd 

St., Los Angeles. Eastern Branch: 
3932 So. Lincoln Street, Chicago 


4 
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Copper-bearing Stee 





.20% Copper 


with its .20% copper content, 
the steel used in making 
Cambria Fence conforms to 
the standards of technical 
associations, and is highly 
resistant to corrosion. 











In the never-ending struggle between 
farm fence and the elements tending to 
cause atmospheric corrosion, fence made of 
copper-bearing steel has a decided advan- 
tage. The wire used in the manufacture of 
Cambria Fence is made from copper-bear- 
ing steel, containing not less than .20 per 
cent copper, and having two to three times 
the corrosion resistance of ordinary steel. 


As a result, Cambria Fence has un- 
usually long life. To protect against rust, 
the wire is given a thick, tight coating of 
highest-grade zinc. Even after exposure to 
the rains and snows of many years Cambria 
Fence will remainaserviceable barrier, tight 
and strong, assuring to the farmer faithful 
protection for his crops and livestock. 





gives 


unusually 
long life 


to 


CAMBRIA 
FENCE 


Because of its long life, Cambria Fence, 
made from copper-bearing steel, greatly re- 
duces the annual cost of fence to the farmer. 
It is the logical fence for the modern, effi- 
cient farm. 


When the spring buying season comes 
around be prepared to offer your customers 
this dependable, long-life fence in a full 
range of styles and sizes.- 


BETHLEHEM STEEL COMPANY 
GENERAL OFFICES: BETHLEHEM, PA. 





District offices: New York, Boston, Philadelphia, York, Wilkes-Barre, 
Baltimore, Washington, Atlanta, Pittsburgh, Buffalo, Cleveland, Cincin- 
nati, Indianapolis, Detroit, Chicago, St. Paul, Milwaukee, St. Louis, 
Houston, Dallas. Pacific Coast Distributor: Pacific Coast Steel Corpora- 
tion, San Francisco, Los Angeles, Portland, Seattle, Honolulu. Export 
Distributor: Bethlehem Steel Export Corporation, New York. 


BETHLEHEM 
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Your Source of, \a 
Ym Supply for <p> 
too #3] Housefurnishings 


THE SERVICE 5E 


ie ili 2» Royal Enameled Wares 
, FINISHES » White, Ivory, Granite 


.» Decorated Japanned Ware 
DECORATIONS » Colonial, Garden Girl 


es Galvanized Ware 
Copper Bearing Steel Base 


e« Lin Ware 
«Oil Stoves and Ranges 
.» Oil Heaters and Ovens 


NESCO’S POLICY for 1933 


. . Always the Newest in Housefurnishings 

. - Quality merchandise at popular prices 

. » Merchandising plans head on Profits for 
distributors 














MAKE “NESCO" YOUR SOURCE OF SUPPLY FOR 
HOUSEFURNISHINGS IN 1933 








2 
NATIONAL ENAMELING & STAMPING COMPANY, Inc. 
EXECUTIVE OFFICE, 270 North Twelfth Street, Milwaukee, Wis. 


FACTORIES AND BRANCHES; 
Milwaukee+New Y¥ orkBaltimore+Granite City*New Orleans 
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On Buying American 
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A PLACARD in a window across the street reads “BUY 
AMERICAN.” 

Good advice if sanely followed. We can not cut ourselves off from 
the rest of the world entirely. We can not erect unscalable tariff walls 
and still expect to sell our surplus products abroad. We can and 
should, however, refuse to buy foreign merchandise simply because 
it is cheap. The initial price may be lower, but (as in the case of 
Japanese lamps) the operating and replacement costs usually make 
them more expensive in the end. 


Buying “American,” then, is generally pretty good business. We are 
helping American industry and American workmen, and we are actually 
better off for doing it. 


Take ‘“‘Steel Goods” for instance. You are probably familiar with the 
German made product being sold under various brands. Cheap, of 
course, since the German workman’s wage is so low that, even with 
the duty added, no American manufacturer can compete. Neverthe- 
less, are they the kind of tools that you are proud to sell and recommend 
to your trade? And do they stimulate repeat business? Hardly. 


You can, however, buy American goods that are so well made, so nicely 
balanced, and so beautifully finished that nine times out of ten they 
will sell simply by comparison. Our “ANNIVERSARY” Steel Goods 


are such a line. 


PRICE? A little higher than the foreign article, of course, but still 
a better buy. , 


MATERIALS AND WORKMANSHIP? 100 per cent American; the 
product of the country’s leading manufacturer of farm and garden 
tools, made to our own rigid requirements. 


FINISH? You must see the goods themselves. Otherwise we might 
be accused of exaggeration. 


PURPOSE? To give you, Mr. Hardware Dealer, THE FINEST LINE 
OF STEEL GOODS ON THE MARKET FOR THE MONEY. 
Another exaggeration? Order and find out. 


The Geo. Worthington Co. 
1829 Cleveland 1933 
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Miscellaneous 


WIRE NAILS 
& WIRE BRADS 
“| In Attractive 
Packages 


Full Stocks Assure Fast Service 


The illustration will give you an idea of the immense stock of 
American Wire Nails which we have on hand at strategic points 
throughout the country. American Wire Nails are loyal servants 
as they embody all factors that make for perfection. 


Your customers’ satisfaction is assured when you sell American 
Wire Nails as carpenters and all nail users are always satisfied 
with nails they can depend upon. Write for full particulars re- 
garding American Wire Nails, Pearson Cement Coated Nails, 
American Wire Tacks and Peerless Tacks. 


1933 


~ AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago 
Pacific Coast Distributors. Columbia Steel Company, Russ Building, San Francisco 


SUBSIDIARY OF aren QS stares STEEL CORPORATION And All Principal Cities 


Export Distributors: United States Steel Products Company, New York 
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Now well under way 
NICHOLSON FILE ADVERTISING 
for 1933 


Collier’s, Time, Popular Science, Farm 
Papers, Lumber Papers, Industrial Pa- 
pers and an impressive list of news- 
papers are now hard at work selling 
Nicholson File quality to their hun- 
dreds of thousands of readers. 


of Nicholson Files and it only 


cHOL s, 
Advertising is selling the quality “2 


remains for you to sell the files them- 
selves. It will not be hard, because 
every Nicholson File advertisement 
mentions the hardware dealer, urges 


the reader to buy files from you. 


% At your jobber’s. Nicholson File 


Company, Providence, R.I.,U.S.A. 


Genume 
NICHOLSON FILES 


A FILE FOR 
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In Marathons 


Stamina 
Counts— 





In Saws It’s QUALITY That's 
Cheapest in the Long Run 


STUDY THIS 


POULTRY NETTINGS | ,,,. .... 


MADE IN AMERICA ang pa "SIL. Reduced incomes, more than 
VER STEEL : 
ever before, demand thrift and 


BY AMERICANS ought. from one 
economy in order to get full 


rellable saw 





- - manufacturer. 
Here’s the way to Netting profits this year. Show money value. Therefore, the best 
your customers the Sterling Line. A type for every |. Hand, Rip and Panel way to serve customers and use 
need with Sterling Exclusive Sales Features. |; . weg true salesmanship, is to purchase 
STERLING a - >i > and sell quality saws and tools 
HEXAGON 3. pe OL and at reasonable prices showing a 
POULTRY NETTING 4. Pattern Makers’, Stair fair profit, rather than inferior 
: Py... 4.4 -grades which are unsatisfactory 
The most satisfactory on the ‘ | a cae and troublesome to you and 
market, It is furnished im | 7. Plasterers’ Saws. your customers. 
either One inch or Two inch . jae = a ; 
mesh—it unrolls straight and ue kinds. ~ . S ne: phan ae — 
. Pruning Shears. cla teel Saws, Sa 
lays flat. Many exclusive | 1). Butcher and Kitchen a. bri f ‘ oo ~~ 
sales features. Galvanized be- 12 be itl ae, ules, etc., bring = oe ts, an 
fore or after weaving. A quick " plete, Single or your customers will give you 
—sure seller. Blades Brace, with pond future business and —_ 
13. Hacksaw Blades, ence in your store as headquar- 
hand d ” . : 
STERLING 96. Maetecie Mind. ters for real quality and fair 
saw Blades. treatment 
STRAIGHT LINE 15. Hacksaw Frames, ad- J 
COMBINATION 16. Files, all kinds. In order to get the benefit of 
- Crosscut Saws, one- the good will behind the prod- 
man, two-man and 
anceps NETTING hollow back. also in ucts, that stands at the head of 
Gra uated spacing from One Slit die” the list, replenish your stock by 
inch at bottom to Two inches | 18. Crosscut Saw Han- i ki ; 
at top—stretches straight and | 4, {¢s,4nd Saw Tools. ee re 
9. Circular Saws for 
i electric hand d . 
true, no sagging, takes the aii; ta an Demand Atkins from 
place of One inch mesh and chines. your jobber—accept no 
P : 20. Narrow Band Saws for : 
Two inch mesh, keeps little ened on aumhat: substitute. If he can- 
chicks in. Galvanized before | 2!- Peaternn gad Cement not supply you—write 
or after weaving. A record- Floats. to us direct and we will 
: 232, oor, Cabiact see that you are taken 
breaking seller. Bench, Wall and care of promptly 
. geteher Block ; 
scrapers. 
STERLING 23. Con and Cane 
Knives 
STRAIGHT LINE 24. Grass _ Hooks and 
Ditch Bank Blades. 
POULTRY NETTING = | 25. saw’ Sets, lever and 
Sterling Straight Line, fur- | 95 QUCiite _~ 
nished in either One inch or lite Grinding Wheels 
P 27. Machine Knives, all 
Two inch mesh, stretches hinds. 
evenly, no top or bottom 








boards needed. Galvanized be- 


oe’ Gas ae seq E. C. ATKINS and Company 


Send for complete information today. Start on the road to 
greater Netting profits, 





“THE SILVER STEEL SAW PEOPLE” ESTABLISHED 1857 
Mak { highest grade and leading t f all kinds 
NORTHWESTERN BARB WIRE CO. "of Sess, Sax Tools, Handles, Plastering Trowels 


SINCE 1879 Scrapers and Specialties 


STERLING ILLINOIS | home orrice ann FAcToRY - - - ~~ INDIANAPOLIS, INDIANA 
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Wintry blasts stir up profitable 
business for this hardware! 


ITH snow, ice and sleet getting in their destructive work 
on buildings at this season of the year, ample protection 
against these elements is foremost in the minds of every one. 


National 


Storm-Proof Hangers 


are built with super-strength to withstand the 
rigors of rough weather, and their mechanical 
design, employing steel roller bearings, provides 
smooth, easy action for all sliding doors. 


There are special designs for light, medium and 
heavy doors, with special rigid or flexible features 
that add new conveniences in door manipulation. 
A specially built rail provides a sturdy, even 


tread for the gliding hanger wheels. 


Further details on request. 


National Manufacturing Company 
STERLING + + + ILLINOIS 


National hardware is sold direct No. 88 Adjustable Storm-Proof Door Hanger 
to the retail dealer—a policy that 
promotes quality, service and direct 


National selling cooperation. 
makes hardware to 
serve every building 
purpose—a complete 
line. The items be- 
low are all big sellers: 


SLIDING DOOR HANGERS 
SLIDING DOOR RAIL 
GARAGE HARDWARE 

DOOR LATCHES 
SCREEN HARDWARE 

STRAP AND TEE HINGES 

HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 
CUPBOARD TURNS 
SASH LOCKS 

ers, No. 66 No. 77 
Rigid Storm-Proof Door Hanger Flexible Storm-Proof Door Hanger 
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KAMPKOOKS | 


Big new improvements — Big reduction in prices. That's the = 
Kampkook set-up for 1933. Kampkook prices are approximately 
25°, lower than last year. g 


The new Kampkooks are the easiest lighting, finest performing 
camp stoves we have ever built. They light without generating, 
of course, just like natural gas. The built-in folding legs—a brand 
new feature—bring the cooking surface to a convenient height. 
The entire stove is quickly folded up like a small suitcase. 


Do you have a demand for extremely low priced KITCHEN iis 
STOVES? Sell Kampkooks for kitchen use. They make and burn & 
their own gas from gasoline, a cheap fuel, obtainable everywhere. a8 
Kampkooks burn with a clear blue flame, as hot as natural gas. 
Although the Kampkook is primarily a camping or tourist stove, 
it is far superior for kitchen use to any stove which sells at even 


twice its price. 


The Kampkook sales policy eliminates cut price competition. 
Kampkooks are sold on a basis of ONE PRICE TO ALL. Every 
dealer, however, can qualify for a bonus or rebate of up to 10% 
to be paid at the a of the year 1933. Bonus rates are from 
3% to 10% depending on quantity purchased. 
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ONLY THE GENUINE 


AMERICAN KAMPKOOK 
HAS THESE TWO BIG FEATURES 


REMOVABLE FUEL TANK BUILT-IN EXTENSION LEGS 
The removable fuel tank is a patented feature, bring the stove to a convenient working height. ; 
obtainable in no other camp stove. What a Elimi a i 7 
iminates tiresome stooping. Saves the extra 


whale of a sales point—convenience and safety K 
in filling. cost of a special stand. b 


The genuine AMERICAN KAMPKOOK is the line to tie to ... It 
offers better merchandise for less money, backed up by a fair and square 
sales policy. Write for prices and full information. 


AMERICAN GAS MACHINE COMPANY, Inc. 


ALBERT LEA, MINN. 
Oakland, Calif. 
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One of the big problems confronting us during 
1933 will be to secure business—business that will be 
attractive as to volume and profits. 

Indisputably, much of this business will originate in the necessity 
field of merchandise. In terms of sales, equipment essential to agricul- 
ture and industry will continue. Of a certainty, in this field, the demand 
for pumps and pumping equipment will lead the procession. 

Regardless of conditions, this market provides the opportunity for 
sales and profits with the Myers line of Hand and Power Pumps, Water 
Systems, Pumping Jacks and Cylinders opening the door to this business. 

Verifying this we quote from an unsolicited letter recently received 
from a Myers Pennsylvania Dealer: 

“Just a few words of appreciation for Myers service. I must 
say that if other lines of merchandise had moved during 
1932 like Myers Pumps and Water Systems did, my busi- 
ness would have been 100 per cent.’ 

The completeness of the Myers line, the stability and sound sales 
policy behind it afford any dealer the same opportunity to make money. 
Backed by over sixty years of experience, plus improvements and prices 
to meet present conditions, today, no other line is superior to the Myers 
for the real sales possibilities it offers. 


Write or wire. 


THE F. E. MYERS & BRO. CO., ASHLAND, O. 
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Consigned Ammunition Stocks? 


DMITTEDLY a competitive 
activity within the ammuni- 
tion industry, certain factors 

have recently offered wholesale dis- 
tributors a new consignment basis on 
loaded shells and metallic cartridges. 
We understand this offer is limited to 
carload buyers who may continue any 
prepayment basis now in force. The 
plan is not at present operative 
throughout the ammunition industry, 
but undoubtedly will be if the plan 
is favored and demanded by a major- 


ity of jobbers. 
There is offered, as precedent, the 
eminently successful consignment 


basis under which mazda lamps are 
sold. In this line resale and retail 
prices have been maintained despite 
anti-trust laws. At all times the active 
wholesale and retail stocks are owned 
by the manufacturer, who may thus 
control selling prices, and be within 
the law. Under this policy the con- 
signment plan works between whole- 
saler and retailer as well as between 
manufacturer and wholesaler. But 
as the mazda lamp ‘industry is 
dominated by two large and im- 
portant companies, whose patent pool 
permits virtual control, the parallel 
between mazda lamps and ammuni- 
tion is not entirely identical. 

Hardware wholesalers have also 
had some experience with the con- 
signment plan on paint, rope, lead 
pipe and explosives. On the last line, 
we understand, the practice has been 
practically discontinued. 

In the ammunition consignment 
plan, provision is not made for re- 
consigning stock from the wholesaler 
to the retailer. But it is obvious that 
the retailer will demand this basis 
from the wholesaler, if he knows him 
to be operating under such a plan. 
For if there is a benefit in it for the 
jobber, the same is true for the dealer. 
There can be no escape from that de- 
velopment, if the consignment basis 
is to become general in the distribu- 
tion of ammunition. And it will if 
wholesalers decide that it should. 

If the trade’s experience with the 
mazda lamp distribution is generally 
accepted as a criterion, consigned 
ammunition stocks may offer a much 
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desired but long delayed price regu- 
lation in the sale of ammunition. A 
volume line which should be highly 
profitable, ammunition has for many 
years been one of several “footballs” 
in the hardware trade. Price compe- 
tition has been intense. If whole- 
salers sense in the consignment ar- 
rangement, relief from the price wars 
experienced in recent years, they will 
undoubtedly force the issue for gen- 
eral practice throughout the ammuni- 
tion industry. 

Although the consignment plan was 
proposed as a competitive phase in 
a highly competitive field, it is read- 
ily realized that the existing 10 per 
cent excise tax and its possible repeal 
is an important factor in the situa- 
tion. If this tax is discontinued, 
“bought and paid for” stocks will not 
be subject to a tax refund. Consigned 
stocks are not subject to the tax prior 
to resale and replacement. So that 
under the consignment basis, whole- 
salers and retailers (for if one gets it 
both will) will pay the tax only on 
goods sold and not for all goods in 
stock. This is an important considera- 
tion and will weigh heavily in bring- 
ing about final opinion of distribu- 
tors, in connection with the consign- 
ment plan. 

Coincident with the consignment 
offer comes an announcement from 
one producer guaranteeing distribu- 
tors against any loss during 1933, “if 
and as” the excise tax should be dis- 
continued. Coming from a company 
which has not offered the consign- 
ment basis as yet, such a guarantee 
may later be made by other non-con- 
signing producers wishing to offset 
any competitive advantage incident 
to the excise tax repeal feature of the 
consignment plan. To which might 
be added our opinion that the repeal 
of this excise tax during 1933 seems 
very unlikely in view of the probable 
defeat of a general sales tax bill, pas- 
sage of which would be necessary to 
repeal the excise tax levy. 

Shortage of working capital among 
both wholesalers and retailers must 
also be reckoned with when consider- 
ing the consignment plan. Un- 
deniably such a program permits a 


larger and more complete stock than 
does actual current buying power. 
But the temptation to overstock care- 
lessly might well make this feature 
a disadvantage instead of an ad- 
vantage. But again the decision rests 
with wholesalers whose majority 
opinion will settle the question. 

There is, however, an inescapable 
extra cost factor in connection with 
a consignment basis of distribution. 
True enough, the original burden of 
such cost must be borne by the man- 
ufacturer. But we all know that pro- 
ducer’s costs are finally reflected in 
his selling prices and so any extra 
costs must come from all participants 
—the wholesaler, retailer and con- 
sumer. 

To the manufacturer, the consign- 
ment plan means a huge extra invest- 
ment in unpaid merchandise. It re- 
quires a production program far 
greater than his expectant sales. It 
means more accounting, more insur- 
ance and probably more arguments. 

Carrying through, the wholesaler 
must render similar services at his 
own costs, less the investment. But 
the interest on the extra investment 
will come to be an inseparable part 
of the manufacturer’s selling prices. 
So the problem cannot be passed over 
lightly as “only a manufacturer’s 
worry.” It is an industry problem, 
the decision on which will govern 
distribution policies on a great many 
other basic volume lines sold through 
hardware channels. 

Unless carefully regulated, a con- 
signment policy places the poor 
credit, slow paying wholesaler and 
retailer on the same competitive 
basis as those firms which discount 
their bills. 

The objection has been raised that 
retailers will not know which whole- 
saler furnished the actual merchan- 
dise that is sold, thus complicating 
settlements and inviting inaccuracies. 
If we may again refer to the mazda 
lamp plan, it would seem that this 
phase of the problem could be 
similarly handled through contract or 
franchise consignment sales, neces- 
sary if price maintenance is to be ex- 


pected. 
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Tulsa Invites 


ae 


Tulsa Dealers 


PLAN TO ATTEND 
THESE ATTRACTIONS 
DURING 


JULY, 1932 


Program of Events for 
andy Reference 
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Programs of 
current events 
in Tulsa draw 
people to its 
trading area. 


High) Sim 

the Tulse fey Concert win 
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Tulsa, Okla., where merchants decided to get their proper share of the business. 


HE fight for more business in 

lean years has always aroused 

individual firms to work harder 
than ever for more business.‘ 

1931-32 conditions even ‘aroused 
a whole city to the necessity of 
“selling itself” to its trade territory. 
Forty-two retail institutions, includ- 
ing hardware stores, in Tulsa, Okla- 
homa, have since the first of 1932, 
been cooperating in what they report 
is a most resultful campaign of 
increasing business from their trade 
territory. 

Every month a highly personalized 
invitation letter, and a printed pro- 
gram of events to be held in the city, 
is mailed over the individual sig- 
natures of the various stores to a 
selected group of over 15,000 peo- 
ple within a radius of 100 miles. 





HE retail merchants 
- of Tulsa, Okla., con- 
ducted a highly success- 
ful cooperative “Trade at 
Home” campaign by 
proving their right to 
local patronage. All of 
the usual sentimental 
pleas were submerged. 
This campaign estab- 
lished in the minds of 
Tulsa consumers the in- 
disputable fact that Tulsa 
stores offered assortments 
of merchandise, values, 
courtesy and services that 
could not be excelled 
anywhere. It was a good 
job well done. 
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Eleven Million short in share of trade territory 
business, they conduct campaign to correct 
impression their city is “high hat.” Results 
are evident within a year. 


On the surface, the campaign has 
for its specific purpose that of bring- 
ing more of the trade territory peo- 
ple to Tulsa for their pleasure. The 
secondary motive, although it is kept 
entirely in the background, is of 
course, to increase the retail business 
from these folks. 


Received National 
Recognition 


The Tulsa campaign is not only a 
success from the dollars and cents 
standpoint, as reported by the insti- 
tutions behind it, but it recently 
received outstanding recognition. 

In New York, in October, judges 
of the Direct Mail Advertising Asso- 
ciation selected this campaign as 
“The Most Noteworthy Accomplish- 
ment in Direct Mail Advertising for 
the Year.” To Mansfield Mills, 
president of The Mills-Wolf Corpo- 
ration of Tulsa, who planned, and is 
supervising the campaign, they 
awarded the “Postage and The Mail- 
bag” silver cup, which is given each 
year for the accomplishment ful- 
filling those qualifications. 


Tulsa Was Short 11 Million 
Dollars 


It all started because, under the 
direction of William Holden, execu- 
tive vice-president of the Chamber of 
Commerce, and with the consulting 
background of Daniel Starch & staff, 
New York, a retail trade survey was 
made of the Tulsa Trade Territory. 
Trained investigators made _ inter- 
views in nearly all communities up 
to 150 miles. In addition to that, 
sales checks of out-of-town business 
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were kept during certain weeks in a 
considerable number of the retail 
institutions in Tulsa. 

The facts established by these sur- 
veys correlated with those of the 
National Census of Distribution, 
showed that the hardware and other 
retailers of Tulsa, Oklahoma, did an 
annual volume of approximately 93 
million dollars. Ninety-one per cent 
of this came from the city itself, and 
only 9 per cent from the trade terri- 
tory. The same investigation also 
showed that the potential retail 
volume for the retailer in Tulsa from 
the city and the trade territory was 
104 million dollars. 

In Oklahoma City, the figures 
showed the retailers did an annual 
volume of 120 million dollars, 
whereas their potential volume from 
their trade territory was only 92 
million dollars. 

Tulsa, therefore, getting only 4 
million dollars in retail business 
from outside the city, was not only 
short two-thirds, or 11 million dol- 
lars business from its trade territory, 
but it was letting its neighbors, 130 
miles distant, get a good part of the 
business. 


The Reason Why 


The survey of the trade territory 
went further in finding out where the 
business was going, and why. The 
main facts it disclosed were that the 
people right in Tulsa’s front yard” 
had the misconception the city was a 
high-priced, high-hat, and unfriendly 
town. This attitude had evidently 
grown up from boom days, and had 
not been changed. The survey found 


that even people from towns north 
and east of Tulsa, were driving right 
through and going to Oklahoma 
City, 130 miles southwest, to do part 
of their out-of-town buying, because 
they liked the more friendly atmos- 
phere. 


The Campaign Itself 


Based on these facts, the campaign 
itself then was started—not as a plan 
of flag-waving and big noise—simply 
a program to change the habits and 
misconceptions of the people in the 
Trade Territory by an expression of 
friendliness and service. 

As I. W. Shannon, president of the 
Retail Merchants’ Association, ex- 
pressed it, “The letters never mention 
in any major capacity, a trade event. 
This is so the people to whom we are 
writing will not think we are trying 
to get trade out of town at the expense 
of the home merchants. And this is 
an absolute fact. The only business 
Tulsa is trying to get is that other 11 
million dollars which rightfully be- 
longs to Tulsa, but is now going out 
of those towns in our own logical 
trade territory to other market cen- 
ters. We are not after the business 
that stays at home in these towns. 

“The letters are of a most friendly 
and personal nature, and about the 
things of passing interest in the town. 
They do not talk in the ordinary 


Chamber of Commerce language, 


but get right down to an over-the- 
back-fence neighborly conversation 
style. Their key note is that of get- 
ling people to come to Tulsa for their 
pleasure and entertainment — know- 
ing that their buying habits will be 
changed if they can be induced to 
come here for their fun.” 


The First Letter 


The first letter to each individual 
family went out on City stationery 
over the signature of the mayor. 
With each letter went a small printed 
program of events for the coming 
month—things of general interest in 
the entertainment field—events that 
will bring folks to Tulsa. A copy of 


the mayor’s letter follows: 
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CITY OF TULSA 
Office of the Mayor 
April, 1932. 
Mr, and Mrs. N. L. Brown, 
Bartlesville, Oklahoma. 

r Mr. and Mrs. Brown: 

is is a sort of a town letter from 
all the folks in Tulsa to you. I am sign- 
ing it because I am one of a group who 
has been asked to express Tulsa’s good- 
will and good wishes to you. 

There are a lot of us folks in Tulsa 
who appreciate your occasional visits to 
the City. We hope that this year will 
bring you more and more opportunities to 
be with us, to enjoy with us the things 
that are of interest which Tulsa has to 
offer—good shows—lively sporting events, 
parks, conventions, and much diversified 
entertainment. 

t is a part of your right and part of 
your inheritance as a citizen of this ter- 
ritory to share these things with us. 

In the next month, for example, we 
are going to have a lot of events in which 
you will be interested. We want you to 
feel that you are one of our townsmen. 

roads and transportation service are 
drawing us closer and closer together. 
You can have all the advantages of a 
larger city, and all the solid comforts 
and neighborly consolations that come to 
one who lives happily and prosperously in 
a smaller community, which is in reality 
a part of this larger town. 

e do not in the least wish you to 
shop here for things you can buy just as 
well at home. We do hope you will come 
here for the things that you cannot get 
in your town. e want you to feel that 
you have rights here, as well as we, to 
enjoy the many advantages that are 
afforded. 

I am enclosing a program of events for 
the month. eep it where you can refer 
to it conveniently, then plan your trips 
here to see or hear the things that inter- 
est you most. We sincerely want you to 
be one of us often. 

Cordially yours, 
Geo. W. Watkins, 
fayor. 











Putting the Merchant Into the 
Picture 

After the first introductory letter 

from the mayor, the plan changed. 

From that time on, each monthly 

letter has appeared on the letter- 


heads of the various firms partici- 
pating in the plan. 

That is, the 15,000 carefully 
selected names of people in the Trade 
Territory are apportioned and ro- 
tated monthly among the different 
firms—larger firms being respon- 
sible for as many as 1000 names, and 
on down the line to small specialty 
shops which use 200 and 300 each. 
Each month, then a new letter is 
written, processed and personalized 
on the letterheads of the various insti- 
tutions. All letters are, of course, 
prepared alike and handled centrally 
by The Mills-Wolf Corporation, but 
an executive in each firm personally 
signs his firm’s allotment of letters. 


What Are the Results? 

A careful check of retail business 
in October disclosed that at the same 
period when city charge account busi- 
ness had considerably declined, the 
charge account business from the 
trade territory had materially in- 
creased. It is, of course, a long-time 
selling job, to change the habits of 
people who have been going to other 
market centers for 5 to 25 years, but 
results are already outstandingly 
successful. 

Although the plan has been in 
operation less than a year, 85 per 
cent of the firms participating have 





An Inspiring Message to Salesmen from 


T is refreshing to read a letter sent 

to us by a salesman for a well- 
known manufacturer. It is a New 
Year’s message sent to him by his 
sales manager. This particular sales 
manager can and has sold the goods 
his company makes. His message is 
simple, and encouraging, friendly 
and sympathetic. We can’t use the 
name of the executive or the com- 
pany but here’s the letter: 

“A year ago it was impossible for 
anyone to believe that trade condi- 
tions would have proven as unsatis- 
factory as they have turned out to be. 
Our total volume of business for 
1932 will be at least 35% less than 
the volume for 1931, averaging 
above and below this figure accord- 
ing to different commodities. Prices 
have been fairly steady on some 
products and not so good on others. 
We will not dwell on analyzing these 
features, for you are already familiar 
with them. 


“Notwithstanding the unusual com- 
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petition that has developed in vari- 
ous sections from time to time, affect- 
ing occasionally one line of trade 
and then another, it is our belief that 
we have well maintained our rela- 
tive position in the industry. We 
have not always met competition, es- 
pecially when it was of a kind that 
did not merit our full consideration. 
It requires good salesmanship to 
know when to pass an order by re- 
fusing to meet unreasonable prices. 
Again, there are occasions when we 
are endeavoring to carry out a cer- 
tain price policy because it seems 
wise to undertake such a move. The 
line of least resistance is always 
easiest to follow, and it would make 
our work smoother if we simply met 
any and all quotations as we found 
them; but that is not what we are 
here for: we have a duty to perform 
in not only selling our goods in the 
greatest possible volume, but we 
must also endeavor to obtain a price 
that will afford a profit. This we 


requested their quota of names be 
increased as rapidly as a selection can 
be made of other desirable families. 





CLARK-DARLAND HARDWARE CO. 


119-121 East First Street 
Phone 4-7125 
Tulsa, Oklahoma 
August, 1932. 
Mr. & Mrs. ©. R. Price, 
Miami, Oklahoma. 
Dear Mr. and Mrs. Price: 

If you will fill out and return the en- 
closed card, I will arrange with the Tulsa 
Police Department to issue you a Special 
Visitor’s Parking Privilege Plate. This 
handsome, thin, metal plate will be gum- 
med on the back, ready to stick right on 
the instrument — of your car. 

The Plate will entitle you, then, to the 
—_ privileges of parking in any of 
the regular parking zones on the streets 
of Tulsa—night or day—and for as long 
as you wish. 

I imagine you will want to use it 
several times in August, when you drive 

Isa on business or to joy some of 
the events listed in the enclosed folder. 

It may be a warm month, but that is 
just a good reason for driving over and 
enjoying the cooling fun at one of the 
city’s crystal swimming ls, the pleas- 
ant breezes out at Fair Grounds Park at 
a night ball game, or the impressive 
twilight services of the churches holding 
union services each Sunday evening in 
Skelly Stadium. 

You can be sure of a friendly welcome 
just anytime you drive over, and whether 
it is to be soon again or not, better fill 
out and mail back the enclosed reply 
ecard, that you may have it convenient 
whenever you do visit Tulsa. If you 
have already requested one of the 
courtesy cards from some one else, it is 
not necessary to return this card. 

Cordially yours, 
L. C. Clark. 











A Typical Letter 


One of the letters in the series, for 
instance, besides enclosing the regu- 
offered special courtesy parking 
cards to any one on the list who 
wished it: 


Their Sales Manager 


have not been able to do throughout 
the past year. 

“Sufficient for the past. What of 
the coming year? If we knew or 
could pfedict with any degree of cer- 
tainty, we would be super-human. 
We all know this depression must 
come to an end: that all the wisdom 
and ingenuity of statesmen, econo- 
mists and industrialists is being de- 
voted to the cause of overcoming this 
depression and restoring the United 
States to prosperity once again. We 
feel confident this movement will 
succeed, and we believe we are now 
rapidly approaching an era of bet- 
ter times. There will be no advance 
notice, for it will come in a way that 
will surprise many of us. The writer 
believes that there will again be a 
period when the demand for our 
goods will equal, if not exceed, pro- 
duction. This country has enormous 
potential and actually developed re- 
sources. Confidence can and will be 

(Continued on page 53) 


HARDWARE AGE 





2s be 
n can 
ilies. 


). 








IN F O R M A L 


EDITORIAL 


COMMENT 





Bust 


VERY month The Bronson & 
i} Townsend Co., New Haven, 

Conn., issues to customers and 
sources of supply the B & T Spokes- 
man. A recent issue reprinted in 
full the Harpware Ace Platform. 
Another issue discussed new mer- 
chandise the firm distributes. The 
current number outlines new distribu- 
tion arrangements with leading man- 
ufacturers. Most of these comments 
indicate a definite swing away from 
indiscriminate direct selling by fac- 
tories, to effect more economical 
distribution. A comment on 1933 
relations with one factory starts: 
“We have felt for some time that we 
were throwing back upon this manu- 
facturer a larger part of the burdens 
of their distribution than we should.” 
Then is explained a plan, whereby 
this wholesaler will augment its 
services on the line, so‘this manufac- 
turer may restrict to a minimum his 
activity in Connecticut territory. The 
factory expects to save money and 
the wholesaler expects to make more 
money. The retailers will have ac- 
cess to a more complete stock con- 
veniently located. This is the spirit 
of Plank No. 1 in the HARDWARE AGE 
Platform. 


— HA — 


Some manufacturers are reported 
as having peculiar problems which 
make similar arrangements imprac- 
tical. B & T takes a fair view and 
agrees to a compromise plan which 
later may develop into a more com- 
plete wholesaler distribution policy. 
Throughout this issue of the Spokes- 
man which deals with factory poli- 
cies, there is a spirit that encourages 
manufacturers to consider the econ- 
omy and efficiency of distribution 
through the wholesaler. All without 
pressure. Where a complete victory 
is won, this wholesaler pledges the 
necessary extra efforts and services 
required to make a lasting and equit- 
able arrangement. There is much 
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mong Ourselves 


by CHARLES J. HEALE 
Editor, Hardware Age 


to be learned about manufacturer- 
wholesaler relations in the January 
issue of the Spokesman. 


—— HA —— 


N other words this wholesale firm 

accepts the responsibilities of its 
place in distribution, seeks every fair 
advantage and expects to render 
service for extra consideration. I 
know there are many other examples 
equally as important and impressive 
and shall welcome any such evidence 
of the same; for this is progress. 


— HA — 


It is interesting to learn from the 
Florence Stove Co. advertisement in 
this issue that mail order stores do 
less than 20 per cent of the retail 
stove business and that hardware and 
furniture stores gross more than 80 
per cent of the country’s total retail 
volume on this line. The dollars 
and cents unit of sale on stoves keeps 
this line entirely out of the racket 
and low priced chain stores. This is 
equally true of other common hard- 
ware lines where the amount of sale 
per unit is substantially high. 


—— 


Here and there, cold-blooded sta- 
tistics show encouraging trends since 
last September. Speaking of rail- 
road operations Samuel Dunn, Edi- 
tor Railway Age says that while 
business is still bad, “the evidence 
that it has been improving since Sep- 
tember is absolutely conclusive.” 


—— ee 


The Iron Age in a study of 420 
metal working plants (published 
Jan. 5, 1933) says “The corner was 
turned in September. December vol- 
umes averaged 2] per cent higher 


than August. The majority of plant 
owners expect improvement during 
the first quarter of 1933.” In the 
basic conditions charts from the De- 
partment of Commerce for the year 
1932 (published H.A., Jan. 19, page 
55) the September-December period 
shows straighter lines in practically 
all factors and slight upward swings 
in a few. 


— HA — 


AMUEL W. REYBURN, presi- 

dent, Associated Dry Goods 
Corp., New York City is quoted as 
advocating the lowering of income 
tax exemptions to $500 for single 
persons and to $1,000 for married 
wage earners as a basis for “fair 
recognition of the responsibility of 
all citizens to contribute to the sup- 
port of their government.” He is fur- 
ther quoted as declaring a 50 per 
cent increase in rate might be justi- 
fied if the base of the tax were broad- 
ened. I do not belong to the “Soak- 
the-Rich Club,” but I cannot under- 
stand what process of reasoning in- 
spires so many generous ideas for 
giving low salaried persons more fi- 


‘nancial burdens such as_ further 


wage cuts, and higher tax paying 
privileges. If the folks in the lower 
wage brackets continue to go through 
the “hammering down process” they 
won't have any buying power at all. 
Any extra tax money gouged out of 
them will be more than used up in 
charitable efforts to keep them sup- 
plied with the bare necessities of life. 
For a nation which has provided such 
high standards of living and boasted 
of them so much, we are certainly 
taking strange measures to improve 
business, and lessen government 
costs. The basic idea of the income 
tax as a form of levy would seem to 
be premised on the “ability to pay.” 
Certainly $500 a year for the single 
and $1,000 a year for the married 
are incomes too low to be decent 
much less subject to income tax. 
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February! 


terest for the hardware stores 
employing them. They both utilize 
seeds. Mr. J. G. Spanias who ar- 


ERE are two February win- is 
dows that created wide in- 


ranged the display on page 31, ex- 3 
plains that “the proper seeds are # 
required to bring out the colors and Ba 
the expression. With an amount of * 
squatting and sweating, a couple of . 
rubdowns to get rid of the lameness, 
and the thing is done.” This is not 
an easy display to produce and it is 
quite evident that a good deal of 
artistic ability is necessary to obtain ig 


such a result as Mr. Spanias has, but 
his effort is certainly an inspiration 
and he has proved that the result 
can e obtained. 
ieatihints Besides attracting thousands to the 
wee 173 store to see it, this window brought 
two letters of appreciation from the 
a ofa i . , pupils of the local schools. One of 
these letters follows: 


Dear Mr. Spanias: 
Our class visited the post office 
last Friday afternoon. On the way 
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back a policeman told us about 
your window. We went across the 
street to see it. It must have taken 
you a long time to make George 
Washington and his horse. We 
saw thirteen stars and the eagle 
too. We know that the thirteen 
stars meant the first thirteen states. 
We liked the. window and are glad 
we saw it. 
Your little friends, 
Grade 2 and 3. 

No doubt the attention given the 
Spanias store was as great or greater 
than it would have been had the win- 
dow featured merchandise as well. 
It was a window given over to the 
birthday anniversary of Washington. 

Another dignified Washington’s 
Birthday window is that produced, in 
an equally artistic manner, by L. E. 
Andrews, of Gloucester, Mass. It is 
also a good suggestion for this 
month’s windows. 

Our original window display sug- 
gestions again utilize the HARDWARE 
AGE interchangeable displays that so 
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This is the window of the Spanias Hardware Co., Haverhill, Mass., which attracted 
thousands to the store. School children and their teachers wrote, commenting upon 
its excellence. See the window on page 30 by L. E. Andrews, of Gloucester, Mass. 


many hardware dealers are now us- 
ing. Hundreds of window trimmers 
in the hardware field have requested 
the sheet of instructions for build- 
ing these fixtures and a new supply 
has been provided. Address the win- 
dow display editor for your sheet, 
free for the asking. No obligation 
attached. 

The tool window recreates the at- 
mosphere of the home workshop so 
well that any man with a desire to 
“putter around” with tools will be 
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stimulated to do something about it. 
With springtime approaching much 
repair work will be needed, and a 
window such as this will be timely. 

Jig saw puzzles and other games 

are now finding public favor. Our 
artist-display man has arranged a 
window that will appeal to those who 
are spending more of their evenings 
at home. Jig saw puzzles are ap- 
pearing on the market in card board 
hoxes and retail at about 25c each. 
There appears a new puzzle each 
week and some stores have already 
established a strong demand. 
* Of course many will regard this 
merchandise as a fad, but the un- 
derlying reason for the demand is 
reduced ability to pay for expensive 
entertainment and amusement. There- 
fore, we can look for it to continue at 
least as long as salaries remain low 
and it is quite likely that many 
people will have developed a pref- 
erence for this type of entertainment 
that will continue for some time. 

A window in which jig saw puzzles 
are the main feature can easily in- 
troduce other games. Such a window 
is that here suggested. The Harp- 
WARE AGE interchangeable display 
fixtures are used in the same forma- 
tion as in the tool window and may 
be used with or following the tool 
display. If you want to make a quick 
change the fixtures are an aid in do- 


ing so. 










HE National Electric Light 
T Association (N.E.L.A.) is 

about to sing its swan song. 
To take its place has been formed 
the Edison Electric Institute al- 
ready representative of 85 per 
cent of the power industry’s ros- 
ter. Publicly and freely, the Insti- 
tute’s sponsors declare its purpose 
of purging the light and power in- 
dustry of such evils as the looting 
of operating companies by hold- 
ing companies, the publication of 
inaccurate and obscure financial 
statements, the use of question- 
able propaganda among schools 
and colleges and of lobbying 
methods. As yet no statement 
has been issued dealing with mer- 
chandising practices of the power 
industry, but if the newly formed 
Institute is sincere in its promise 
to clean house completely it 
would seem certain that unethical 
and unfair competitive appliance 
merchandising would be curbed. 
The Institute is well under way. 
Unless unforeseen developments 
arise the N.E.L.A. will disband 
very shortly. 


Although this reform move- 
ment comes from within the ranks 
of the N.E.L.A. it must be recog- 
nized that public and government 
scrutiny of Utility operations has 


by CHARLES J. HEALE 
Editor Hardware Age 


been most menacing. Last June 
at Atlantic City, F. L. Carlisle 
warned the N.E.L.A. that it must 
purge itself if it wished to avoid 
stringent federal supervision. 
As chairman of six companies 
(Morgan interests, including Ni- 
agara-Hudson, world’s largest 
power producer), Mr. Carlisle 
was a prime mover in the action 
which led to the formation of the 
Edison Electric Institute as the 
successor to N.E.L.A. 


Sponsored Dameron Report 


Hardware merchants will re- 
member that N.E.L.A. was an im- 
portant co-sponsor in the unfair 
Dameron electrical appliance dis- 
tribution survey. (See Harp- 
WARE AGE, June 9). They will 
recall the merchandising resolu- 
tion adopted by the N.E.L.A. 
in Atlantic City, in October, 
1930. These were offered the 
hardware trade in 1931, as an 
evidence of good faith in dealing 
with the perplexing problem of 
Utility merchandising activities. 
Although officially accepted by 
the Cleveland N.R.H.A. Congress 
in June, 1931, perhaps as “a step 
in the right direction,” the 
N.E.L.A. code was viewed with 
undisguised suspicion by a great 
many earnest hardware mer- 


EXIT N.E.L.A. 


chants who believed the code left 
much to be desired. 


For several years the unfair 
and uneconomic appliance sales 
campaigns Utilities conducted, 
as “pioneering” or because they 
“needed to increase power loads” 
have been a very sore spot with 
the hardware trade. Legislative 
relief was sought in many states. 
Kansas and Oklahoma have anti- 
merchandising laws. Wisconsin 
requires segregated accounting 
that merchandising losses may not 
be bulked secretly into operating 
costs. In other states, notably 
New York and Connecticut, actual 
cooperative methods are in prog- 
ress and appear to solve the com- 
petitive situation to the satisfac- 
tion of local hardware groups. 


Throughout all the controversy 
over Utility merchandising, the 
N.E.L.A. has loomed large in the 
eyes of many hardware men as 
the life blood of the “power trust 
octopus.” Probably some of the 
criticism leveled at this body was 
unfounded but nevertheless the 
feeling of antipathy has pre- 
vailed. To hardware men, the 
exit of N.E.L.A. will be hailed as 
good news. What may be ex- 
pected from the Institute remains 
to be seen. 








This Is the Time for the Hard 
table Status in the Electrical 
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Public Utility Association Succumbs to disgust of its own member- 
ship who form The Edison Electric Institute as successor and 
promise “A New Deal.” 


From Kansas and Oklahoma 
come conflicting reports on the 
efficacy of the anti-merchandising 
laws. It seems fair to say that a 
majority of hardware dealers in 


these states consider the legisla- 


tive relief important and desir- 
able, but as yet not entirely en- 
forced. Many newspapers in 
those states and of course the 
Utility spokesmen claim existing 
competition worse and more scat- 
tered than previously. To this 
opinion is charged unadulterated 
bias from Utilities and worry over 
the loss of advertising among 
newspapers. Available sales rec- 
ords do not settle the question. 


In the fight against Utility mer- 
chandising activities the hard- 
ware trade is divided into three 
main camps. The most articulate 
group is uncompromisingly in 
favor of anti-merchandising legis- 
lation, feeling sure that only such 
legal action will curb unethical 
and unfair competition. They 
sense too many technical loop- 
holes in existing “codes of eth- 
ics” and other conciliatory ar- 
rangements. A second group, 
which at one time seemed to have 
most adherents, sought segrega- 
tion of accounting legislation, 
which it believed could be en- 


forced. Sucha plan would neces- 
sitate public record of merchan- 
dising costs entirely separate 
from current or load expenses, 
and would prevent bulking of 
joint losses into the cost of oper- 
ating on which franchise profits 
are allowed. 


The last group was and is 
steadfast in the belief that relief 
would come only from compro- 
mise and favor further study 
along cooperative lines. 


That each group in our trade is 
sincere and possessed of convinc- 
ing data cannot be denied. The 
final outcome will probably be 
different in various sections of the 
country as the three schools of 
thought have well defined geo- 
graphical boundaries. 


Whatever goal is to be sought 
in the Utility fight by organized 
groups of retail hardware mer- 
chants, the time is ripe for proper 
action. Never before has the 
threat of public ownership or 
supervision so menaced the power 
industry and its tremendous pri- 
vate profits. Nor has there ever 
been so much public and govern- 
ment interest and indignation 
toward the power industry. And 


to the credit of those zealous 
workers who have successfully 
brought about anti-merchandising 
and other restrictive legal meas- 
ures, there was never more pub- 
lic and government disposition to 
“do something drastic,” to regu- 
late an industry which previous- 
ly has been most favored. 


Something this side (but not 
too far on this side) of the pro- 
verbial “handwriting on _ the 
wall,” inspired the power indus- 
try’s own action—the disbanding 
of the N.E.L.A. and the forma- 
tion of the Edison Electric Insti- 
tute to self impose reforms which 
this industry knew might other- 
wise be imposed by the Federal 
Government. 


This is surely the time for the 
organized hardware trade to rear 
up and seek that form of relief 


* which will best suit its geographi- 


cal needs. The first effort should 
be through the newly formed In- 
stitute. But without delay, fail- 
ure to gain an equitable arrange- 
ment through such proffered 
cooperation, demands other meth- 
ods for curbing unfair, uneco- 
nomic and unethical merchandis- 
ing competition. And this is the 
time. 
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ware Trade to Obtain an Equi- 


Appliance Merchandising Picture 
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“OU must file a Federal Income 
: Tax Return on or Before 

March 15, 1933— 

(1) If your annual gross in- 
come was $5,000 or more (see defi- 
nition of gross income below) ir- 
respective of your net income, or 

(2) If you are single and your 
net income was $1,000 or more, 
(see definition of net income be- 
low) irrespective of gross income, 
or 

(3) If you are married and 
your net income was $2,500 or 
more, irrespective of your gross 
income, or 

(4) If you are single but the 
head of a family and your net in- 
come was $2,500 or more, irrespec- 
tive of your gross income. 


Gross Income 


Gross income is the total of all 
money made by you from all sources 
—salaries, wages, commissions, fees, 
interest on bank deposits, notes, 
mortgages, corporation bonds, inter- 
est on bonds upon which a tax of 
2 per cent was paid at the source, 
income from fiduciaries, partner- 
ships, etc. Unless wife (or husband) 
or dependent minor child files a sep- 
arate return, their salaries, wages or 
other compensation from _ outside 
sources must be included in the gross 
income. 


Net Income 


Net income is what is left from the 
gross figure after deduction of taxes 
paid, contributions and other deduc- 
tions authorized by law. These de- 
ductions include all personal taxes, 
and property taxes but do not in- 
clude Federal income tax. If you 
are involved in the payment of an 
income or profit taxes in a foreign 
country it would be advisable to con- 
sult your local banker. Contribu- 
tions allowed are gifts made to any 
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corporation or fund organized and 
operated exclusively for religious, 
educational or charitable purposes. 
The amount claimed shall not ex- 
ceed 15 per cent of the net income 
computed without the benefit of such 


deduction. Contributions must be 
itemized and identified. Other de- 
ductions include interest paid on 
personal indebtedness. 


Exemptions 


From the net income you deduct 
your personal exemption, which is 
$1,000 for a single person; $2,500 
for a married person or for a single 
person who is the head of a family. 
In addition to the personal exemp- 





K now A bout | 


You Must 
File a Return 


On or before March 15, 1933, 


(1) Your annual gross in- 
come was $5,000 or more 
(see definition of gross in- 
come below) irrespective of 
your net income, or 


(2) You are single and 
your net income was $1,000 

. or more, (see definition of 
net income below) irrespec- 
tive of your gross income, or 


(3) You are married and 
your net income was $2,500 
or more, irrespective of your 
gross income, or 


(4) You are single but the 
head of a family and your 
net income was $2,500 or 
more, irrespective of your 
gross income. 








tion, a credit of $400 may be claimed 
for each person (other than husband 
or wife) under 18 years of age or 
incapable of self support, who re- 
ceives chief support from the tax- 
payer. 


Partnerships 


Every partnership is required to 
file a return setting forth its income 
and deductions. The partnership, as 
such, is not taxed. Instead, the in- 
dividual partners report in their own 
returns their share of the partnership 
profits. However, the Government 
calls for a return from every partner- 
ship, so that the details will be avail- 
able showing how the partners’ share 
of the profits was arrived at. 

In this regard, the new law con- 
siders as partnerships, even though 
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What You Should 
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ould 


bou'| Making an Income Tax Return 


they may not legally be so, syndicates, 
pools, joint ventures, etc., that are 
not corporations or trusts. That 
means each such syndicate, pool, or 
joint venture, must file a partnership 
return showing the participants as 
partners. 


Corporations 


The rule for corporations is about 
the same as for partnerships, in that 


principal place of business. Accom- 
panying the return must be a check 
for at least one-quarter of the tax. 
The remainder of the tax may be 
paid in installments on June 15, 
September 15, and December 15. 


Blanks to be Used 


In the case of individuals, returns 
must be filed on Form 1040 if the net 
income is over $5,000. This is a 


25 per cent earned income credit has 
been eliminated entirely. The con- 
solation provision—that which per- 
mits net business losses of one year 
to be applied against future income 
—has been modified, so that now 
such losses can be carried forward 
for one year instead of two as before. 


Security Losses 


Drastic changes have been made in 


- every corporation must file a return, large white form. Where the income — the right to deduct security losses. 
+ irrespective of the amount of its in- is less than $5,000, Form 1040A is The new rules affect only losses on 
" come, and even though it may havea __used. It too is a white form, but — securities held for less than two 
loss. A corporation, however, is sub- much smaller in size. years, or more accurately, losses that 
ject to tax while a partnership is not. Corporations use Form 1120. That —_ are not capital losses. Profits and 
id In the case of affiliated corpora- is a large blue form. Where a con- losses on securities held for more 
0 tions, the rules as to their returns are _solidated return is filed, the sub- than two years are taxed as before. 
. somewhat like those for married per- _sidiary companies file on Form 1122, (For convenience, we will consider 
es sons in that a joint return may be which is a large blue form. securities held for more than two 
filed for all the members of the aff- Partnerships file on Form 1065— _ years as capital assets, though there 
id liated group, or each member of the a large yellow form. Estates and are some exceptions to this.) 
0 group may file separate returns. The trusts use form 1041, which is a Heretofore, in the case of securi- 
«4 difference is that husband and wife _large reddish brown form. Estates ties held for less than two years, 
have a choice as to this each year, _and trusts may also have to file on _ profits were taxable in full and losses 
e while in the case of corporations, Form 1040 or 1040A if they have — were deductible in full. Now, while 
ir once they decide to file joint returns _ sufficient taxable income, Form 1041 profits are taxable just as before, 
of —consolidated returns, as they are _ being merely an information return. losses are deductible only as an off- 
. technically referred to—they must set against such profits. If the losses 








continue to do so. Also we shall 
see that the tax rates are different 
when consolidated returns are filed 
from when separate returns are filed. 
Corporations are said to be affiliated, 


Tax Rates 


Rates were stepped up sharply. 
Corporations will now pay 13%4 per 
cent against 12 per cent last year. In 
addition, if two or more corporations 


exceed the profits, no deduction can 
be taken for the excess. For conso- 
lation, the excess losses can be car- 
tied forward into the next year’s 
figures and used to offset any profits 


ned by and large, when one owns at least are affiliated, and they elect to file a in the next year from securities held 
and 95 per cent of the voting stock of the consolidated return, they must now for less than two years. Here, too, 
| or other. pay toll for that privilege in the however, there is a “but.” The 
ail amount of an additional 34 per cent, | amount carried forward cannot ex- 
- Estates and Trusts making their tax rate 1414 per cent. _ ceed the net income of the prior year. 
Estates and trusts, too, must file Individuals have fared even worse. An example of the application of 
returns. For this purpose they are The normal tax rates have leaped to these new rules may help the better 
rm regarded like single persons. In 4 per cent on the first $4,000 of in- to show the changes wrought: In 
ideo other words, a return is required of come in excess of the exemption, and ‘1932, A comes through the year as 
vat them if their gross income is $5,000 8 per cent on the remainder. Last follows: Salary, $25,000; profits on 
a or over, or their net income is $1,000 —_ year, the normal tax rates were 1144 __ securities held for less than two 
iad or more. per cent, 3 per cent, and 5 per cent. vears, $1,000; losses, $30,000. 
hip Tite seek Cleon Gor Witte Surtax rates have sky-rocketed from | Under the old law, A would report 
ont R 8 a maximum of 20 per cent to a maxi- a loss for the year. He would show 
ion. i eturns mum of 55 per cent. They now start a salary income of $25,000, reduced 
ail. c Returns are due March 15, but at $6,000 of income against $10,000 — by $29,000 of net losses on securities 
na | may be filed sooner. They are to in the old law. Whereas, last year held for less than two years, result- 
F be filed with the Collector of In- the maximum combined normal tax ing in a net loss for the year of 
-" i ternal Revenue for the district where and surtax rate amounted to 25 per $4,000. He would, therefore, pay 
gh the taxpayer resides or maintains his __ cent, this year it is 63 per cent. The (Continued on page 54) 
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ADVERTISING @ HARDWARE AGE 


K ADVE RTISING FEATURE 


HOW TO USE : 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practica] 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 

The description and pricing of the tems must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to-the-point 
descriptions are the most effective. The style, size, colors, unusual features 
or special economies effected by the use of the item should be given, 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises concerning the use of these ads, write 
us. You'll find us willing to help you sell more hardware at all times. 


VALITY TOOLS If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check 


for $1.25. If you need mounted cuts order them by number given under each 


cut, listing the numbers in a coiumn. Figure the charge of 35c. for each cut 
la when less than ten cuts are ordered; when ordering ten cuts or more figure 


the charge at 30c. for each cut ordered. Inclose check with order, please— 













































KK-2 this saves bookkeeping of small amounts. 
a —_ printer a furnish you —_ _— ay for Pas with most of 
2 ur these ads; or can have an engraver make line cuts direct from these pages. 
Most carpenters Pp refero You will also find it practical to obtain specific trade mark cuts featuring 
(Name) tools because they do the actual brand and models of the merchandise you handle. Your jobber 


can help you get such cuts from the manufacturer whose lines you sell. 


cleaner work and stand hard endl ath didlos oi 


use. On the same basis we 


recommend them to men who HARDWARE AGE ADVERTISING SERVICE 
do odd jobs about the house. 239 W. 39th St. New York City 
With reasonable care, they 
will last a lifetime. It’s . 
economy to buy good tools. 





A Better 
Garden and 
a Beautiful 


Lawn 


BLOCK PLANES 
1.25 


Handiest plane for 
home use. 1% in. 
steel cutter; sides 
and bottom ground; 
convenient adjust- 
ments; length, 7 
inches. 





Good tools encourage better care; good seeds promise 


KK-3 better results. You should use both to have a fine 
‘ garden and a beautiful lawn with the least amount of 
STEEL SAWS effort. 
Garden rakes of forged steel; oa peed teem, aes 
3 . w Tame an andies; 
1.85 § foot handle; 14 teeth, $1.00 wood frame, and hi 
Fine steel accu Solid socket garden hose 


Square or round point spades; 
with six inch blade; 6% ft., otne socket; owene ash 


handle, 85c handles, $1.00 





rately tempered 
and hardened; KK-20 
taper ground to 
prevent binding. 
24 inches long. 





RATCHET BRACES 


ST 
1.50 





Vegetable Garden 
Ten-inch sweep; Seeds Sets 
a ae ee We h dl th To be sure of results 
e an e e 
frame; with set of (name) vegetable 1”? Sturdy trowels 4. (name) flower 
4 square shanks; : seeds; in packages 04 grubber are only seeds. They are 
solid center bits, =— or in bulk. 39c. guaranteed. ; 
Se SCT j 
KK-5 Grass seed—mixed to your order (prices) ' 


Fertilizer in 50 and 100 pound bags (prices) 


YOUR STORE NAME YOUR STORE NAME 




















HARDWARE 





'OorrAD 


— Se 











yerececr 


Timely Ads That Cover 
A Variety of Springtime Needs 





HARDWARE AGE 
ADVERTISING 
SERVICE 
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event. 


56 Piece Dinner Sets of Amer- 
ican China (semi-porcelain) in 
exquisite shapes and lovely 
patterns—are only $12.35. 


YOUR 








STORE 


CHINA and GLASSWARE 





To women who admire quality in china and glassware, this 
sale is of special interest, for it brings the finer grades within 
reach of the most economical purse. The variety is as inter- 
esting as the values—every need can be supplied during this 


Colorful hand blown lead glass 
—goblet, sherbet, ice tea glass, 
salad plate—pink, green or 
amber, 19c each. 


NAME 














A Little Paint 
Works Wonders 


Drab corners become beau- 
ty spots; worn furniture 
looks like new; your home 
can become more lovely and 
enjoyable—all thru _ the 
miracle of paint. GOOD 
PAINT. of course, that the 
beauty may be lasting. 


YOUR 
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Four hour enamel; easy 
to apply; no offensive 
odor; ideal for furniture 
or woodwork; 16 colors. 
% pint, 30c. Pint, 50c. 
Quart, 90c 





Good brushes give best 
results; we have them; 
flat or round; a fine 2 inch 
brush is only 25c 


STORE NAME 











CLEANING |¥4 
cas|C NEEDS 


Yes, it’s a big job, this Spring 
cleaning. But it can be made 
much easier with proper ‘‘tools.” 
And we have everything you'll 
need to help do the job quickly 
and efficiently—step ladders and 
stools, brooms and brushes, and 
all the other things you'll want. 
Economically priced, too! 








Corn Carpet 
Brooms Sweepers 
5 sewed general util- Oil-less bearings: 


ity brooms, good fine bristle brushes; 
brown corn; colored rubber bumpers; only 
handles, 45c. $2.35. 








Galvanized 


Mop and 
Stick Pails 


Good quality mop Made of heavy steel 
. sheets galvanized af- 
with a sturdy handle ter forming; made 


and clamp, at ——. for hard service, 45c. 


YOUR STORE NAME 
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The Hanowane Ace 


PLATFORM 


HARDWARE AGE Believes:— 


i istribution 
1—With proper cost control, distril 
from mantfacturerto- wholesaler t0-retailer 
Will continue the economical and practical 
method for merchandising most hardware 
lines. 


tailers should focus their effort and 
fiching more on selling than on buying, and 
should concentrate their buying? in the fewest 
passible sources of cupply. Sales opportuni- 
ties should govern purchases. 


The wholesaler function cannot be elimi- 
pe though distribution costs could and 
should be reduced. Cooperative buying 
transfers but does not eliminate the jobbing 
function and its costs. In most cases, = 
operative groups could work successfu y 
with existing wholesaler machinery, if all ee 
tors observe rigidly the conditions requir 
in a cooperative group. A compromise _ 
be the further development of jobber own 
retail stores or dealer owned jobbing plants. 


: , i 
4—Price competition will always be a vita 
factor in retailing, but permanent success de- 
mands a new appreciation of quality mer- 
chandise. Added costs that do not carry with 
them added value to the consumer should - 
eliminated. Manufacturers’ suggested ~~ le 
prices should provide adequate margins for 
both wholesaler and retailer, giving full con- 
sideration to required stock investment — 
frequency of turnover. Manufacturers who 
aim to distribute mainly through hardware 
channels should avoid price discrimination in 
favor of chain store and mail order = 
panies. If they furnish such outlets wii 
competitive grade products at special — 
they should offer their regular distributors t 
same goods on the same basis. 


5—The basic problems of retail hardware 
dealers are: to get more people into their 
stores; to provide a store in which service, 
variety of goods and values encourage = 
ronage; to facilitate second or extra sales by 


Oe ere wie et areter 


i lated merchandise together; to 
comin cqqueteel the sale of more higher 
price units to offset the narrow margins of 
many small sales which are inseparable from 
hardware retailing, and to develop outside 
selling. 
6—Hardware dealers should promote the 
sale of all related specialties which have a 
profitable market, but not to the’ detriment 
of standard backbone lines such as tools, 
builder’s hardware, housefurnishings, paints, 
etc. With proper balance of effort and think- 
ing, specialties should help sell staples and 
vice versa. 


— hardware store should resume the 
peer one services which formerly centered 
there: tinsmith and sheet metal —_ 
sharpening scissors, skates, lawn mowers an 
edge tools; making keys, fixing locks, a 
ting in window glass, miscellaneous sim » 
repairs, etc. Such services are profitable 
and attract customers. 


w strictly cash-and-carry retail hard- 
prob can phere For the majority of 
stores, a sane credit and installment selling 
basis is desirable. American consumers ex- 
pect such extra service plus deliveries, partic- 
ularly when they buy higher value units. 


9—Window and interior displays should in- 
clude visible, value-creating price cards, ~ 
a higher standard of lighting. Window a 
plays and interior lay-outs (particularly table 
displays) call for frequent change. 


10—Hardware merchants should give more 
attention to selecting and training sales per- 
sonnel. This means regular store meetings 
and constant use of helps offered by yr 
papers, trade associations and traveling sales- 
men. Experienced employees should share au- 
thority and responsibility. 
11—Merch and employees should adapt 
Il useful methods practised by chain stores, 
per order houses and other ——"+titors. 


5/0)" @) (0\/0 


* 


LARA anton onto 





There isa flattering similarity 
between the V. oluntary Chain 
Magazine’s Platform pub- 
lished January, 1933, and 
the HARDWARE AGE 
PLATFORM published three 
months previous on Septem- 


ber 29, 1933 





i in the future of the hardware 
eS —_ its editorial efforts 
to the principles embodied in these eleven points. 


oe CURTIS 
a 


LTHOUGH we are hardly 
competitive or related in 
our fields of activity, 

HARDWARE AGE is happy 
that this other business maga- 
zine has seen the wisdom of 
establishing a Platform to 
guide its service to its field. 


We believe that every business 


publication should have a spe- 
cific Platform and declare it. 


—The Editors. 
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The Cause of “Nervous Prostration” 


HE president of a large hard- 
ware manufacturing concern 
called on us the other day. He 
had just finished a long trip, cover- 
ing practically every part of the 
United States. He told us some very 
interesting facts about conditions 
over the country. His talk was 
largely about a great change that 
has taken place in buying methods. 
I listened attentively to all he had to 
say and was very much interested. I 
thought to myself, this trip will be 
the basis of a most interesting article. 
When he finished he said, “Now, 
don’t say a word about what I am 
telling you in any of your articles. It 
is ali confidential. It is a matter that 
I have found out for myself by hard 
work and hard traveling and I do not 
want it spread around the country 
to other manufacturers, free gratis 
for nothing.” So that was the finish 
of a splendid article! 


Some time ago I attended a very 
interesting game conference at the 
Pennsylvania Hotel here in New 
York. All the leading lights in the 
conservation of game were present 
at this meeting. I started downtown 
with Dr. Aldo Leopold. He has made 
a life study of game and game con- 
servation. In front of the hotel I said, 
“Let’s take a taxicab.” “No,” he re- 
plied, “that is too expensive.” To 
this I answered, “I want to talk to 
you about quail and I will pay the 
price of the taxicab if you will come 
with me.” 

It took us forty-five minutes to 
drive down to my office. There, of 
course, were a lot of traffic holdups. 
I asked Dr. Leopold all the questions 
[ could think of about quail. How 
long do they live? How far during 
their lives do they get away from their 
birthplace? Under normal condi- 
tions how will quail multiply? What 
is the most necessary thing to do to 
increase the number of quail? Where 
are the best quail grounds in the 
United States? Are quail as a whole 
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increasing or decreasing in_ this 
country? What about the cycle of 
increase and decrease of all game 
birds? What is the cause of this 
cycle? Is bad weather or shooting 
the cause of the greatest loss of 
quail? When we arrived at our des- 
tination I was chock full of informa- 
tion about quail. When I paid the 
taxi charge Dr. Leopold remarked 
this was very extravagant, we could 
have come down on the subway. 
“Not at all,” I replied, “I have paid 
two dollars for the taxicab and | 
will get one hundred dollars for the 
article I am going to write on quail. 


_ Net profit ninety-eight dollars.” 


When I arrived in my office I cas- 
ually asked some of our shooting ex- 
perts about the length of life of quail. 
Not one of them knew. I then gave 
them a little lecture on the life and 
habits of the quail. “Well, well,” re- 
marked one of our sales managers. 
“where did you get all this dope? 
We never had so many facts about 
quail before.” 

Now, the moral of this story is, 
when you meet an expert in any line 
of business, ask him questions, draw 
him out. Any man, no matter if he 
has never been to school, if he culti- 
vates the art of asking questions, 
will get a liberal education. The 
trouble with most of us is, and espe- 
cially with salesmen that too many 
want to do all the talking and never 
ask any questions. 


Recently, a problem came up in 
our business. After discussing it at 
considerable length we decided to 
write our customers and ask them 
to give us their ideas on the subject. 
We received a large number of letters 
in reply. These letters were just full 
of information. They gave us side 
lights on our business that had never 
occurred to us. They emphasized 
other things that we had thought 
about but which we had _ never 
considered of sufficient importance. 
These letters were invaluable. 


Once I was a salesmanager, also 
a director in the company. When the 
directors desired to pass upon any 
sales policy I would frequently say 
before we come to a decision, let me 
write to our salesmen. At that time 
I was in charge of about 300 sales- 
men. Then I would write these sales- 
men and ask questions about the prob- 
lem we had in hand. Their replies 
would be surprising. They also 
would bring up slants on the prob- 
lem our directors had never con- 
sidered. Of course, I do not mean to 
say that all of the letters from the 
salesmen were interesting. Some were 
decidedly silly, but the majority of 
the letters were full of meat and 
many of them were exceedingly good. 


Asking for information in this 
manner served two purposes. One 
was you got the information you 
wanted, and the other was that there’ 
is no better way to size up the extent 
of knowledge possessed by and the 
intelligence of your salesmen. You 
will find that some men do little or no 
thinking, while other men not only 
think well, but know how to express 
their thoughts. This habit of writing 
to salesmen asking their opinions and 
compiling these opinions and study- 
ing their letters is one of the best 
plans I know of to size up the ability 
of your sales*force. Many times the 
character of letters written by sales- 
men in reply to these letters of mine 
have led to my picking them out for 
higher positions in the house. After 
all, two things are of the greatest im- 
portance in business—one is knowl- 
edge of facts and the other the ability 
to come to the right conclusions as a 
result of these facts. 

I have written before, I believe, 
every executive if possible should set 
aside two days out of every week for 
a fixed purpose. One of these days 
he should call to his office various 
men in his business, ask them ques- 
tions and let them talk to him. It 
should be his rule not to make a 
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single statement, not to make any 
comments on what is told him. Just 
ask questions and listen to the an- 
swers. If it is possible for an execu- 
tive to give a day a week to this prac- 
tice, and I do not see why it is not 
possible in most lines of business, I 
believe the results will be of great 
value to him and to his business. 


In inviting the men to come to talk 
to you do not just ask for officers of 
the company, or heads of depart- 
ments. You come in contact with 
these people all the time. The people 
with whom you do not come in con- 
tact are men lower down the grade 
in your various departments. These 
are the people with whom you seldom 
come in contact and they are the 
people who seldom have an oppor- 
tunity to express their views. One 
good reason for this custom is in the 
fact that you expect to fill the higher 
positions with men from these lower 
grades, and if you arrange to come 
in contact with them from time to 
time, ask them questions and listen 
to their answers you will have a far 
better and clearer idea of their 
ability. While they talk to you, you 
can be picking out men to be moved 
up to high positions. 

Of course, in these talks some men 
’ will have to be urged to express them- 
selves fully. Sometimes it is well 
instead of calling them to your office 
to go to the places where they work 
and talk to them there. When some 
employees are called to the presi- 
dent’s office they are awed. They do 
not open up. While if you chat with 
them at their own desk, or their own 
bench, they will be more communica- 
tive. Of course, the trouble with this 
latter plan is the fact it is very diffi- 
cult to obtain privacy. Other em- 
ployees will all be up in the air won- 
dering what “Bill” is talking to the 
old man about. 

There is also a curious twist in the 
minds of employees on this subject of 
talking to executives. If a man makes 
a habit of running to some superior 
officer on every opportunity, the 
other employees invariably resent it. 
They think he is trying to “stand in.” 
Therefore, in arranging these inter- 
views more or less tact must be used 
and different arrangements made to 
fit different conditions. 

Another day out of every week, if 
it can possibly be arranged, is for an 
executive to be absolutely alone, free 
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from telephone calls, visits and other 
interruptions. In this day this execu- 
tive should devote his time to a care- 
ful study of the reports of all of the 
departments of the business. He may 
devote this day to the study of some 
particular problem. Such a day if 
set aside I am also sure would be of 
great value to the executive and to 
the company. 

The trouble with this idea of the 
executive always being accessible to 
everybody is that his work is con- 
stantly interrupted. He does not have 
time to concentrate on the major 
problems of the business. He is 
diverted by a lot of callers that are 
really of no major consequence. 
These callers might be handled by 
other persons. However, if they 
know the president, personally, if 
they are turned over to someone else 
they feel they are being “high 
hatted.” This idea that the executive 
of a business should always be access- 
ible to everybody results in tremen- 
dous waste, and sometimes results in 
a direct injury to the business. Of 
course, if an executive can see every- 
body at any time, regardless of the 
amount of his other duties it will be 
splendid. This also would be a good 
thing for the business. This has its 
advantages. For this reason I sug- 
gest just taking two days out of the 
week for the above two purposes, 
leaving the other four days for our 
executive to “fight” the business as it 
comes. 


It is becoming a very common 
habit here in New York, and also in 
other parts of the country for execu- 
tives to stay away from the business 
on Saturday. If you telephone to 
others on Saturday you find many 
away from their offices. Sometimes 
men are away who are not so high 
up in the business world and you are 
surprised that they can afford to take 
the day off. I come to work from 
Larchmont on a club car. On every 
day but Saturday there are about 
sixty men on this car. On Saturday 
there are only three or four. The rest 
are all taking Saturday off. This is 
not only true of the summer time but 
is also true of winter time. This may 
be a good thing. Probably the five- 
day week is all that should be neces- 
sary for anyone to work. I am not 
arguing that point, but as a result of 
such conditions I, myself, always 
work Saturdays and I work Saturdays 


because then I can work without in- 
terruptions. There are practically no 
telephone calls. There are no visitors 
and what a grand, glorious time a 
busy man can have cleaning up his 
work. 


Elbert Hubbard kept a scrap book. 
In this book he pasted the observa- 
tions of all kinds of people that in- 
terested him. After his death his son 
Elbert Hubbard, the second, remarked 
to me one day, “Do you know my 
father clipped an article by you and 
pasted it in his scrap book?” Of 
course, I felt highly honored to be 
associated with the great, to have 
made statements that interested 
Elbert Hubbard. So I ordered this 
scrap book and I turned its pages 
with interest. Among these pages 
were the names of the great thinkers 
of the world. I wondered what I had 
written that led Elbert, the first, to 
paste my thought in his scrap book. 
Finally I found my article. It wasn’t 
an article even, it was just a para- 
graph. I do not even now remember 
this paragraph exactly, but this is 
the substance of it: 


“It is not working that gives 
people nervous prostration. 
What puts us down and out men- 
tally and physically is trying to 
work and not being allowed to.” 


Suppose one has a great idea. 
They wish to get it on paper quickly 
while the idea burns in their mind. 
They are concentrating on this work. 
Your mind is working at fever heat. 
You are full of the fire and passion 
of composition. Then the door opens 
and an elderly gentleman enters with 
an extended hand and a smiling face, 
to tell you he knew your father and 
he also knew you when you were a 
boy. This is what brings on nervous 
prostration. You arise, you smile, 
you grasp him by the hand, you are 
delighted he knew your father and 
you are delighted he knew you when 
you were a boy and when he finally 
leaves you have lost your idea. Your 
fire of composition is nothing but 
ashes. The “grand moment,” as the 
French express it, is lost forever. 

Now that one paragraph as out- 
lined above is the only thing in all of 
my writings that Elbert Hubbard 
thought worth while to paste in his 
scrap book. This paragraph must 
have struck a responsive chord in 


his breast. Elbert knew. 
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Mountain States Association Voted To Oppose Sales Tax 





KARL W. FARR 
Retiring President 


4 | HE Mountain States Hardware 
& Implement Assn., at its 31st 
annual convention in Denver, 

Colo., Jan. 16-18, voted to oppose 

sales tax legislation, and appointed a 

committee to lead an effort to defeat 

it. Sentiment was unanimous that a 

tax would be burdensome at best, and 

ruinous to many merchants. The bill 
already introduced in the Colorado 
legislature,. with the support of the 

Governor, calls for a five per cent tax. 

The convention drew a good attend- 

ance at all sessions. 

Sixteen years ago, a young man 
read a want ad in Hardware Age of- 
fering a half interest in a hardware 
store at La Junta, Colo. He was Dean 
R. Kendall. Marrying, he “went 
west” from New Hampshire and en- 
tered the business at La Junta, “made 
good,” and was elected 1933 presi- 
dent of the association. 

With Karl W. Farr, Greeley, Colo., 
presiding, the first speaker Monday 
was Prof. E. Grosvenor Plowman, 
Dean, Extension Service, University 
of Denver, and a former member of 
the Babson Statistical organization. 
He declared that “the period from 
1929 to date has been a more difficult 
one for the hardware merchant, than 
will the period from the present to 
the end of the depression.” The great- 
est interest in Prof. Plowman’s ad- 
dress lay in his advocacy of a flexible 
system of rents. He prophecied that 
the system of rents established at a 
constant figure for long terms of years 
would become obsolete. (See p. 41, 
Jan. 19 1933, Hardware Age.) 

O. L. Schumann, Denver, Colo., 
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DEAN KENDALL 
President 





JOHN T. BARTLETT 
Sec.-Treas. 


speaking on “Jobber Cooperation,” 
made a plea for the golden rule in 
relationships between jobber and re- 
tailer. V. L. Erickson, Geo. Mayer 
Hardware Co., Denver, Colo., told of 
successful committee work in dealing 
with the practice of government de- 
partments of sending employees to 
wholesale houses with letters of intro- 
ductions to obtain discounts on per- 
sonal purchases. 

Lawrence M. Andrews, Greeley, 
Colo., manager of the Weld County 
Credit Assn., explained working poli- 
cies to assure safe and sound employ- 
ment of credit in hardware and im- 
plement retailing. 

On Monday afternoon Dean R. 
Kendall, La Junta Hardware Co., La 
Junta, Colo., reported for the special 
committee on public utility merchan- 
dising, recommending the adoption of 
a merchandising code with the utili- 
ties based on the code in effect in 
Iowa. L. B. Edwards, in charge of 
merchandising, Mountain States Pow- 
er Co., Casper, Wyo., read an address 
prepared by the company’s manager. 
W. D. Johnson, who could not attend. 
The address covered activities of the 
utility in cooperation with dealers, in- 
cluding the recent adoption of much 
more progressive measures. 


Tentative Code Adopted 


The convention unanimously urged 
the public committee to continue its 
work and suggested that a confer- 
ence, relating to a code, be held on 
Jan. 19, with a committee represent- 
ing the public utilities of the Moun- 
tain States. This was held and a ten- 


tative code adopted, which will be 
available in its final form for pub- 
lication at an early date. 

Tuesday morning’s session opened 
with an address by Mark R. Schmidt, 
L. Schmidt & Sons, Grand Junction, 
Colo., on “How to Put Sales Person- 
ality to Work in Your Store.” John 
B. Valentine, son of John W. Valen- 
tine, Valentine Hardware Co., Boul- 
der, Colo., spoke on “Salesmanship 
versus Order Taking.” He gave sev- 
eral examples of the principles ad- 
vocated. 

Robert Tapley, shop manager, 
Lowell-Moore Hardware Co,. Ft. Col- 
lins, Colo., explained how an oppor- 
tunity to visit the prospect in the 
home could be gained, and air con- 
ditioning discussed. 

R. W. Carney, sales manager, Cole- 
man Lamp Co., Wichita, Kan., dem- 
onstrated how automatic irons can 
be sold when their economy is used as 
an appeal. He declared that any one 
of several standard makes would save 
the user $5 per year as compared 
with an ordinary iron. 

University of Denver students, un- 
der the direction of Marion Parsons 
Robinson, showed how a merchant 
passed his competition in a playlet 
“Whizzing By.” J. H. Schroeder, 
former president, Cheyenne, Wyo., 
led a discussion on price competi- 
tion. The Hardware and Implement 
Quartet, composed of W. S. Hill, Jay 
Ferguson, James Turner and G. A. 
Tuner was a popular feature. 

On Implement Day, Jan. 18, mes- 
sages were brought by several speak- 
ers of prominence. 

Entertainment included a dance on 
Monday evening, and the usual H.I.P. 


_ . 
banquet on Tuesday evening. Harry 


Kitto, sales representative, Colorado 
Fuel & Iron Co., and president of the 
H.1.P. Club was toastmaster. 

In addition to Mr. Kendall, the 
following officers were elected: Vice- 
President, 0. L. Schumann, Denver, 
Colo.; George O. Roberts, Clovis, N. 
M., and E. J. Sinn, Sheridan, Wyo. 
Directors: Mark R. Schmidt, Grand 
Junction, Colo.; John B. Valentine, 
Boulder, Colo.: W. S. Hill, Fort Col- 
lins, Colo., and S. I. Fredregill, Ster- 
ling, Colo. The board of directors re- 
appointed John T. Bartlett, Boulder, 


Colo., secretary-treasurer. 
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MANUFACTURERS AND SOUTHERN JOBBERS ASSNS. 
WILL MEET IN MEMPHIS APRIL 3-6 


The sixty-sixth semi-annual 


convention of the American Hard- | 


ware Manufacturers Association 
and the forty-third annual con- 
vention of the Southern Hard- 
ware Jobbers Association will be 
held jointly in Memphis, Tenn., 
from April 3 to April 6. Head- 
quarters of both associations will 
be at the Hotel Peabody where 
all sessions of the convention 
will be held. The Hotel Peabody 
operates on the European plan 
only. Sessions will begin Mon- 
day evening, April 3, and will 


adjourn the morning of Thurs- | 


day, April 6. 


In connection with the Mem- 


phis convention the identification | 


certificate plan will be used. The 


plan provides round-trip railroad | 


transportation on the basis of 
fare and one-half from any point, 
with use of alternate route re- 
turning if desired, and the usual 
stop-over privileges. 
be sold from March 30 to April 
5, with final return limit thirty 
days in addition to date of sale. 

Charles F. Rockwell, secretary, 
American Hardware Manufactur- 
ers Association, with headquar- 
ters at 342 Madison Ave., New 
York City, has announced that 
blank forms for the filing of dele- 
gate lists will be mailed to every 
member of that association on 
February 4. These lists should 
be returned to Mr. Rockwell’s 
office promptly so that individual 
railroad certificates may be issued 
and identification badges pre- 
pared in advance. 





PAINT DISTRIBUTORS TO 
MEET ON FEBRUARY 20 
The National Association of 

Paint Distributors will hold its 

nineteenth annual convention at 

the Drake Hotel, Chicago, IIl., 

February 20, 21 and 22. E. R. 

Drake is secretary-treasurer of 

the association. 





BALTIMORE PAINT GROUP 
HAS BUSINESS SESSION 
At the January 6 meeting of 

the Baltimore Paint & Varnish 

Production Club, held at the 

Stafford Hotel, Baltimore, Md., 

an apparatus for determining the 

gloss of paint and varnish was 
exhibited by the Baltimore Paint 

Co. Color Works. 
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F. ALEXANDER CHANDLER 
F. A. CHANDLER TO BE A 
MANUFACTURERS’ AGENT 

IN BOSTON, MASS. 


F. Alexander Chandler, who | 
| was affiliated with Chandler & 
Farquhar Co., Boston, Mass., dis- 
tributors and dealers in hardware 


| turers’ and Bankers’ Club. He 
| spoke against 
| who are holding on to money 
| that they can “well afford to 


| voted to a discussion of local | 


business conditions. 





RENOVIZE PHILADELPHIA 
CAMPAIGN MEETING 
Judge Edwin O. Lewis ad- 
dressed the January 16 meeting 
of the Business Buildings Com- 
mittee of the Renovize Philadel- 
phia Campaign in the Manufac- 


the “tightwads” 


spend” in making improvements. 
Campaign committee reports on 
the pledges of property owners 
in the city, to make improve- 
ments and repairs indicated that 
more than seven millions dollars 
worth had been promised. 

That evening members of the 
paint, oil and varnish industry in 
Philadelphia pledged their -full 
support and cooperation of the 
campaign. 


ACQUIRES BUSINESS 

W. M. Johnson, Johnson Hard- 
ware Co., Statesboro, Ga., has 
purchased the Raines Hardware 





and mill supplies, for more than 
thirty years, and as president of | 
the company for ten years, has 


resigned his position. He _ in- 

tends to become a manufacturers’ | 

representative. 
Mr. Chandler is very well 


known in the New England hard- 
ware and mill supply circles, and 
is desirous of serving several 
manufacturers, preferably those | 
wishing to maintain their own 
Boston stocks, as a selling agent. | 
At present Mr. Chandler may 
be reached at his home address— 
35 Wellington Lane, Belmont. 
Mass. ° 





| JOHN P. SMITH HEADS 
NEW HAVEN DEALERS 


John P. Smith, president, John 
P. Smith Co., New Haven, Conn., 
was elected president of the New 
Haven Hardware Club meeting 
January 12 at the Hotel Taft in 
that city. Karl Knabenschuh was 
| elected vice-president, while W. 
| E. Janswick, secretary and treas- 
urer, C. H. Anderson, president, 
| Frank S. Platt Co., were re- 
| elected to their respective offices. 
| G. H. Martin was named as chair- 
man of the entertainment com- 
mittee. 
Most of the evening was de- 


| Brand rubber and chemical prod- 


Co., which has been reopened as 
a branch of the Johnson organ- 
ization. The Raines business was 
sold upon a court order. 


APPOINT NEW ENGLAND 
STATES REPRESENTATIVE 
W. E. Phinney, manufacturers 
representative, 592 Beacon St., 
Boston, Mass., is now agent in 
that territory for the Dutch 


ucts of Van Cleef Bros., Chicago, 
Il. 





A permanent injunction has 
been ordered against the City of 
Hamtramck, Mich., enjoining it 
from collecting graduated taxes 
imposed upon chain stores by 
municipal ordinance. The tax 
sought started with $25 for the 
first store of a chain, $50 for the 
second and increased for other 
stores operated. 

Suit was brought by the Kroger 
Grocery & Baking Co., as plain- 
tiff, to enjoin enforcement. The 
case was first brought to test the 
right of a municipality to levy 
a chain store tax or to increase 
the amount above the $25 limit 








| imposed by the Indiana law. 


ERNEST PRINCE HEADS 
BLOOMINGTON DEALERS 

Ernest Prince, Prince Hard- 
ware, Bloomington, Ind., was re- 
cently elected president of the 
Bloomington Retail Hardware 
Association. Max Jones is vice- 
president, while Fred Thrasher is 
treasurer, and John T. Temple is 
secretary. 

A resolution was passed oppos- 
ing a proposed retail sales tax. 
PIONEER MFG. CO. BUYS 

THE OHIO DUSTER CO. 

O. C. Wehe, president, The 
Pioneer Mfg. Co., 3053 E. 87th 
St., Cleveland, Ohio, manufac- 
turers of paints, varnishes, roofing 
cement, polishing and cleaning 
products, has announced that his 
company has purchased and taken 
over the business of The Ohio 
Duster Co., Cleveland, Ohio. The 
latter company has been manu- 
facturing and marketing a line of 
wool wall brushes and other wool 


products for the past twenty 
years. 
The two businesses will be 
merged. 





CONNORS AGAIN HEADS 
RUBBER ASSN, GROUP 
J. H. Connors, vice-president 
and general manager of The B. 
F. Goodrich Company mechanical 
goods division, has been re- 
elected to serve a second term 
as Chairman of the Mechanical 
Goods Division of the Rubber 
Manufacturers Association. 

Mr. Connors has been identi- 
fied with Goodrich mechanical 
goods activities for more than 
20 years. 





CITY IN MICHIGAN RULES 
AGAINST LOCAL CHAIN STORE TAX 


Judge T. J. Richter, of Circuit 
Court, after hearing evidence 
during a four-day trial, ruled: 
“There can be little doubt of the 
unconstitutionality of the ordi- 
nance itself. Whatever may be 
the rights of the city to regulate 
food stores, they cannot, under 
the guise of regulation or taxa- 
tion, enact an ordinance calling 
for the payment of different 
amounts for the same privilege— 
that of operating one store—just 
because one, two, three or four 
stores may be operated in addi- 
tion to that one. This is an arbi- 
trary, unjust and at the same 
time illegal classification.” 
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N. W. DRESCHER HEADS 
’ VALENTINE SALES 


Valentine & Co., New York 
City, makers of Valspar paints, 
varnishes and enamels, have an- 
nounced several important pro- 
motions in their sales organiza- 
tion. Norman W. Drescher, vice- 
president, Valentine & Co., who 
has, for many years, headed the 
trade sales division of the com- 
pany, has recently been elected 





NORMAN W. DRESCHER 


vice-president of the Detroit 
Graphite Co., a Valentine affiliate, 
covering the industrial field. In 
his new assignment Mr. Drescher 
will have general supervision over 
all sales and advertising activities 
of the Detroit Graphite Co. as 
well as Valentine & Co. Under 





this new plan there will be de- 
veloped a closer union between 
the two companies which will en- 
able both organizations to render 
an improved service to their re- 
spective customers. 

E. C. Roberts, vice-president of 
the Detroit Graphite Co., con- 
tinues as sales manager of that 
company, while Frank P. Con.- | 
nolly, manager, Chicago office, | 
Valentine & Co., has been elected 
vice-president. Mr. Connolly will 
be in charge of the trade sales 
and industrial divisions of Valen- 
tine & Co. J. McCaffrey, who 
was, for a number of years, asso- 
ciated with Valentine & Co., in 
Chicago, has been appointed 
manager of the Chicago trade 
sales division. 


N. Y. PAINT CLUB HAS 
DINNER DANCE 


The New York Paint, Oil & 
Varnish Club held a_ dinner 
dance, January 18, in the jade 
room of the Waldorf Astoria, 
New York City, with Samuel 
R. Matlack, president, National 
Paint, Oil & Varnish Association, 
as guest of honor. President R. 
M. Roosevelt presided over a 
brief business meeting, at which 
time Mr. Matlack was _intro- 





duced. Mr. Matlack described 
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the manner in which Philadel- |- 


phia has combined the best fea- 
tures of modernization campaigns 
held in western cities into its 
“renovize” campaign. He urged 
the conducting of a_ national 
“renovize” campaign. 

A night club review and danc- 
ing were entertainment features 
of the evening. Ladies attending 
the dinner dance were given elec- 
tric clocks as souvenirs. 

MGK MAKES CHANGE IN 

SALES ORGANIZATION 

All products of the McLaugh- 
lin Gormley King Co., Minne- 
apolis, Minn., will hereafter be 
handled by one instead of two 
groups of salesmen, as the result 
of a recent change made. Pre- 
viously one group of salesmen 
handled only the company’s trade- 
marked items, while the other 
group handled concentrated ex- 
tracts. 

Under the new plan district 
sales representatives will be in 
control of all MGK _ products. 
Reporting to them will be one 
or more salesmen, located in va- 
rious parts of the district. J. V. 
Miller is now in charge of east- 
ern territory including eastern 
seaboard states, while Jay Mur- 
ray is in charge of middlewestern 
lake states and southern terri- 
tory. Frank J. Radeck is direct- 
ing the trans-Mississippi states 
sales district from Iowa south 
and as far west as Denver. 

Two local sales districts will be 
created in Minnesota, North and 
South Dakota, Wisconsin and 
other northwestern states. A. W. 
Bevernick will be in charge of 
one, while C. L. Drake will have 
charge of the other. R. W. 
Coulter and his assistant C. F. 
Ladeburg will be in charge of 
the Pacific coast states sales dis- 
trict. 

BUYS HARDWARE STOCK 

Robert H. Stickler, Campbell, 
N. Y., has bought the stock of 
the Joint Hardware Co. in that 
town. Mr. Stickler had been an 
employee of the store for many 
years. The Joint company will 
retain its store in Savona and 
will continue in the automobile 
business in Campbell. 
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WITTE REPRESENTS 
KELVINATOR SALES 


The Witte Hardware Co., St. | 


Louis, Mo., wholesale distribu- 
tors, recently took over the Kel- 
vinator Sales Corp., Detroit, 
Mich., factory branch in St. 
Louis, including the official serv- 
ice station equipment. The or- 
ganization and equipment was 
established next door to the Witte 
warehouse on 2nd Street. The 
Witte company has also been al- 
lotted the eastern portion of Mis- 
souri and the southern half of 
Illinois. 

R. C. Houck is division man- 
ager of the branch and is assisted 
by Milton M. Daugherty. These 
men will direct sales on Kelvina- 
tors in that territory and have 
charge of the service station. 


GOULD’S PUMPS, INC., 
BUYS HYDROIL CORP. 


Norman J. Gould, president. 
Gould’s Pumps, Inc., has an 
nounced the acquisition by his 
organization of the Hydroil Corp., 
Lebanon, Ind., manufacturers of 
oil purifying apparatus. The Le- 
banon plant is being discontinued 
and the business and equipment 
have been transferred to the 
Seneca Falls plant of the Gould 
company. 

D. B. Clark, vice-president, Hy- 
droil Corp., and W. P. Alexander, 
factory and field representative. 
will join the Gould organization, 
which will continue to manufac 
ture the Hydroil centrifugal puri- 
fying machines, which will here 
after be known as Goulds Hy- 
droil Purifiers. 


H. W. LEHMAN HEADS 
DAYTON 


H. W. Lehman was recently 
elected president of the Dayton 
Hardware Dealers Association. 
A. G. Harmish was named as 
vice-president, while J. H. Kramer 
became treasurer and _ Brooks 


Harmon was reelected as secre- | 


tary. Members of the association 
went on record as being opposed 
to the passage of a general sales 
tax. 





BALTIMORE ASSOCIATION 


REELECTS OFFICERS | 


Fifty-one members and guests | 


attended the January 13 meeting 
of the Baltimore Retail Hardware 
Association, held at Miller Bros. 
Restaurant, Baltimore, Md., at 
which time all officers were re- 
elected. Jerome G. Daneker, 
Increased Sales, Inc., advertis- 
ing specialists, discussed current 
business conditions. Mr. Daneker 
held that this country’s foremost 
problem, at this time, was the 





proper distribution and circula- 
tion of money. He briefly dis- 
cussed the scrip and stamp 
method of exchange, pointing out 
some of its advantages and dis- 
advantages. 

The following officers were re- 
elected: President, Ernest Johan- 
nesen; vice-president, Carrol D. 
Rudolph; secretary, C. J. Ritter- 
hoff, and treasurer, George F. 
Schumann. 


DEALER GROUP | 


BROADCAST DRAMATIZES 
BUSINESS EVENTS 

At a meeting held January 9 
at the Hotel Vanderbilt, New 
York City, an advisory committee 
of twenty-two business paper 
editors to act as consultants to 
the new “Notes in Business” pro- 
gram was named. This weekly 
broadcast is sent over the air 
from Station WLW, Cincinnati, 
Ohio. Members of the commit- 
tee are: Norman G. Shidle, di- 
recting editor, The Chilton Co., 
Philadelphia, Pa.; A. D. Ander- 
son, editor, Boot & Shoe Re- 
corder, and Charles J. Heale, ed- 
itor, HarpwareE AGE, both of New 
York City, and nineteen others. 

“Notes in Business” is a fea- 
ture which brings to the public 
the trends, conditions and ac- 
| tivities of the national and inter- 
| national business world. The 
program goes on the air each 
Saturday night from 7.30 to 8.00 
| p.m. It employs a dramatic staff 
of 15 men and women and a 
| symphony orchestra of 30 pieces. 
| J. Ralph Corbett, J. Ralph Cor- 
| bett, Inc., advertising counsel to 
station WLW, supplies the busi- 
| ness facts and news used in each 
weekly broadcast. In addition to 
the advisory committee of busi- 
ness editors Mr. Corbett stated 
at the Vanderbilt Hotel meeting 
that an additional committee of 
prominent economists will be 
named to pass on national and 
international business subjects to 
be dramatized in the program. 











LUDWIG IS PRESIDENT 

OF LUM-RAY MFG. CO. 

R. L. Ludwig is president of 
the recently formed Lum-Ray 
Mfg. Co., 1901 Wyandotte St., 
| Kansas City, Mo., which manu- 
| factures luminous paint and lumi- 
| nous paint products. T. A. 
Crooks is vice-president in charge 
| 


of sales, while Douglas Acker is 
secretary-treasurer of the new 
corporation. 
LICENSED TO MAKE 

| PREFORMED WIRE ROPE 
| The Williamsport Wire Rope 
| Co., Chicago, Ill, has been li- 
| censed by the American Cable 
| Co., New York City, to manu- 
facture Preformed Wire Rope 
under the patents of the latter 
organization. 


HENRICKS & HOWELL 

MOVING QUARTERS 

E. W. Howell, of Henricks & 
Howell, manufacturers represen- 
tatives, has announced that the 
firm is moving its quarters from 
41 Murray Street to 78 Reade 
Street, New York City. Three 
floors of warehouse and office 
space will be occupied at the new 
address. 
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BRITISH HARDWARE 
TRADES DIRECTORY 

The 13th annual edition of The 
Hardware Trades Directory and 
Buyers’ Guide has been issued 
by The Hardware Trades Direc- 
tory, Ltd., 131 Finsbury Pave- 
ment, London, E. C. 2, England. 
It contains more than 640 pages 
of listings divided into four sec- 
tions, each printed on different 
colored stock, for easy identifica- 
tion. In addition each section is 
identified by a label attached to 
its first page. Labels may be read 
without opening the book. 

Section I, containing 236 pages, 
is an index of “manufacturers, 
merchants and wholesale distrib- 
utors, etc.”, including codes, tele- 
phone numbers, telegraphic ad- 
dresses, London offices, etc. Sec- 
tion II contains a classified index 
of branded goods, trade marks, 
specialties, proprietary articles, 
etc. A list of retail ironmongers, 
hardware dealers, etc., in Eng- 
land, Ireland, Scotland and Wales 
is contained in Section III. Sec- 
tion IV contains a “classified 
buyer’s guide.” 

An advertisers’ index is in- 
cluded in the directory. 
WHIPPLE A DIRECTOR OF 
CHICAGO FIRST NATIONAL 

C. J. Whipple, president, Hib- 
bard, Spencer, Bartlett & Co., 


Chicago, Ill., hardware wholesale 





Cc. J. WHIPPLE 


distributors, has been elected as 
a director of the First National 
Bank of Chicago. 

Mr. and Mrs. Whipple are now 
enjoying a West Indies cruise. 


DISTRIBUTES OUTPUT OF 
ABRASIVE PRODUCTS, INC. 


William B. Frey, president, the 
American Floor Surfacing Ma- 


chine Co., Toledo, Ohio, has an- | 








| active in the business, which his 


| tire life, having become interested 


| second and third vice-presidents 
respectively. F. B. Kellogg is sec- 


|M. G. Miller is assistant treas- 
| urer. Fi 





nounced that his company has | 


taken over the general distribu- 
tion of the output of Abrasive 
Products, Inc., Boston, Mass. 
This line includes flint, emery, 
garnet and artificial abrasive pa- 
per for metal, wood and leather 
working. The American Floor 


Surfacing Machine Co. will dis- | 


tribute the products through its 
branches in: Atlanta, Ga.; Buf- 
falo, N. Y.; Chicago, Ill; Cin- 
cinnati, Ohio; Cleveland, Ohio; 


4h 





Hartford, Conn.; Kansas City, 
Mo.; Los Angeles, Cal.; Milwau- 
kee, Wis.; Minneapolis, Minn.; 
Newark, N. J.; Philadelphia, Pa.; 
St. Louis, Mo.; San Francisco, 
Cal.; Washington, D. C., and 
New York City. 


J. C. MYERS PRESIDENT 
F. E. MYERS & BRO, CO. 
John C. Myers, formerly vice- 
president, F, E. Myers & Bro. Co., 
Ashland, Ohio, pump and water 
systems manufacturer, has been 
elected president of the company. 
He succeeds the late Philip A. 





J. C. MYERS 


Myers, who died last August, 
after an illness of several months 
resulting from an automobile ac- 
cident. Philip A. Myers had been 


brother founded, during his en- 
in it as a boy. 


Guy C. Myers, A. N. Myers and 


G. D. Myers were elected as first, 





retary and treasurer, while J. C. 
Frentz is assistant secretary and 


Directors chosen by the stock- 
holders include: John C. Myers, 
Guy C. Myers, A. N. Myers, C. D. 
Myers, T. W. Miller, Mr Kellogg, 
J. R. Nutt, E. A. McDowell and 
L. B. Williams. 

With the new officers the man- 
agement and operation of the 
Myers business continues under 
the direction of the sons and | 
brothers of the founders of the 
company 





OFFER COOPERATIVE | 

COURSE IN RETAILING | 

Dr. Paul H. Nystrom, Profes- | 
sor of Marketing, School of 
Business, Columbia University, 
New York City, is in charge of 
the cooperative graduate course | 
in retailing, which opened in that | 
school on February 2. Only | 
graduate students may enter the 
course, which will be conducted 
during the early hours of the 
forenoon and late hours of the 


afternoon, so as to permit em- 
ployment in the department store 
of B. Altman & Co., New York 
City, which is cooperating with 
the university in the conducting 
of the course. 








JOSEPH 


SLOSS 


Whose return as president of 
Sloss & Brittain, San Francisco, 
Cal., hardware wholesale house, 
reacquired by purchase from the 
Pacific Hardware Co., was an- 
nounced in the Jan. 19 issue of 
Harpware AGE on page 49. 





JOHN SUNSHINE FORMS 
MANUFACTURING FIRM 
John Sunshine, for ten years 
sales manager, Economy Plumber 
Co., New York City, has formed 
the firm of John Sunshine Chem- 
ical Co., Inc., 604 W. Lake St., 
Chicago, IIl., of which he is 


president. The Sunshine organ- 
ization will manufacture: drain 
pipe cleaner, pipe joint com- 


pound, boiler liquid, spud cement 
and soldering paste. 


MURPHY & COTA ARE NOW 
PEERLESS AGENTS 
Murphy & Cota, Atlanta, Ga., 
manufacturers’ representatives, 
have been made direct represen- 








tatives of The Peerless Electric | 


Co., Warren, Ohio. They will 
handle Peerless fans, blowers and 
air conditioning equipment in 
Florida, Alabama, Georgia, North 
and South Carolina and parts of 
Tennessee. 


OPENS NEW BUSINESS 

Rudolph Kucksdorf, former 
Leopolis, Wis., hardware dealer, 
has leased the Nash Garage, N. 
Main St., Shawano, Wis., where 
he has opened a hardware store. 





USE HILL BRAND ON ALL 
HILL CLOTHES DRYERS 

The Hill Clothes Dryer Co., 
Inc., Worcester, Mass., is now 
in position to supply the full 
range of yard, roof and balcony 
dryers of the same Hill brand. 
The following types of dryers 
will be so branded in the future: 
Champion Yard Dryers, Atlas 
Yard Dryers, Roof Dryers, Style 
“H” and Challenge Upright Bal- 
cony Dryers and Style “D” and 
Eureka Over-hanging Balcony 
Dryers. 











KELLMURRAY HEADS 
MOHAWK VALLEY ASSN. 

William T. Kellmurray, Doyle 
Hardware Co., Utica, N. Y., was 
elected president of the Mohawk 
Valley Hardware Association at 
its annual meting, Jan. 12. Mr. 
Kellmurray succeeded Harold W. 
Allen, Clinton, N. Y., as presi- 
dent of the organization. Roy L. 
McGibney, Herkimer Hardware 
Co., Herkimer, N. Y., is vice- 
president, Guy W. Phinney, New 
Hartford, N. Y., was reelected 
treasurer, while Paul W. Barker, 
Barneveld, N. Y., was again 
named as secretary. 





VICTOR M. SUTPHIN NOW 
MANUFACTURERS AGENT 

Victor M. Sutphin, for many 
years New York sales represen- 
tative for the Kelly Axe & Tool 
Co. and later with the American 
Fork & Hoe Co., Cleveland, Ohio, 
has established an office at 200 
Church St., New York City, and 
will act as direct factory repre- 
sentative in the New York Met- 
ropolitan district. 

Mr. Sutphin will be pleased to 
hear from any manufacturer 
wanting representation in this 
territory. 


BUYS OUT STOCK 

Kwilecki’s Sons, Bainbridge, 
Ga., have purchased the mer- 
chandise stock of the Gray Hard- 
ware Co. The purchasers are 
moving the stock of the former 
Gray company to their own quar- 
ters on Broad St., Bainbridge, Ga. 





GEORGE MYERS IS 

BUCKEYE DISTRIBUTOR 

The Buckeye Blower Co., Co- 
lumbus, Ohio, manufacturers of 
unit heaters, fans and ventilating 
apparatus, has announced that 
George Myers, St. Louis Mart 
Building, Twelfth and Spruce 
Sts., St. Louis, Mo., is now dis- 
tributor of Buckeye products in 


| that territory. 


TO OPEN NEW STORE 

Willie Mac and Sam Elliott 
will open a hardware store in 
the Higginbotham Bldg., Lan- 
caster, Ky. For a number of 
years they traveled for Belknap 
Hardware & Mfg. Co., Louisville, 
Ky. 

J. T. MAUSS, AGENT FOR 
BALTIMORE TOOL WORKS 

Joseph T. Mauss, 201 N. Wells 
Bldg., Chicago, Ill., has been ap- 
pointed .as direct factory repre- 
sentative for Baltimore Tool 
Works, Inc., Baltimore, Md., in 
the territory bounded on the 
north by Michigan. on the east 
by Ohio, on the south by Mis- 
souri and on the west by Utah. 
He is also covering North Da- 
kota. South Dakota, Minne- 
sota, Wisconsin and Kentucky. 


HARDWARE AGE 
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PHIL BAKER 


BAKER, HAMILTON & PACIFIC CO. ELECTS 


OFFICERS; W. T. SMITH IS PRESIDENT 


The board of directors of 
Baker, Hamilton & Pacific Co., 
San Francisco, Calif., wholesale 
hardware distributors, has an- 
nounced the election of officers for 
the present year. Each officer is 
a seasoned hardware man with 
long experience in the organiza- 
tion. 

Wellington T. Smith, president 
and chairman of the board, has 
been an important stockholder in 
Baker, Hamilton & Pacific Co. and 
its predecessor, the Pacific Hard- 
ware & Steel Co., for the past 20 
years. He succeeded the late 
Alexander Hamilton as president 
of the organization the latter part 
of last year. Mr. Smith had previ- 
ously been in the mercantile busi- 
ness at Elko, Nev. 

Philip S, Baker, vice-president, 
secretary and director, has spent 
his entire business career with the 
firm. He carries on the tradi- 
tion which Livingston L. Baker, 
founder, and his son, Wakefield 
Baker, who succeeded him as 
president, established in the or- 
ganization. Philip Baker became 
a member of the board in 1918, 
when the company was formed by 
the merger of the firm of Baker 
& Hamilton with the former Pa- 
cific Hardware & Steel Co. 

Elected as second vice-presi- 
dent and treasurer, Wakefield 
Baker, Jr., grandson of the 
founder, assumes increased re- 
sponsibilities. He entered the 
house 20 years ago and except 
for his leave of absence during 
the World War, as an artillery 
captain, he has been in various 
departments and positions with 
the company. For the past few 
years he has headed the heavy 
hardware, steel and supply de- 
partments. 

Horace Coffin and Herbert J. 
Watt are assistant secretaries. 
Both men have been in the organ- 
ization for quite a few years. Mr. 
Coffin is one of the veteran credit 
men of the far west and is well 
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acquainted with the financial end 
of the hardware business, both in 
the retail and wholesale fields. 





WELLINGTON SMITH 


Mr. Watt handles the fiscal and 
business affairs of the directorate. 
He is probably more familiar with 
the general structure and finan- 
cial affairs of the house and its 
departments than any other mem- 
ber of the organization. 

Frank J. Bruzzone, manager of 
sales, is well known as one of 
the leading wholesale hardware 
sales executives in the west and 
is nationally known for his ac- 
tivities. He grew up in the hard- 
ware business and was particu- 
larly successful as an outside 
salesman. Charles F. Sharrocks, 
manager of purchasing, is a vet- 
eran hardware man and has been 
with the house for a long time. 

In announcing the officers, 


WAKEFIELD BAKER 








Cc. F. SHARROCKS 


President Smith stated that, “No 

changes are contemplated in the 

business.” 

COLORADO LOCAL GROUP 
BUSINESS MEETING 


The Hardware Dealers Pro- 
tective Association of Colorado 
recently held a meeting in Den- 
ver, Colo., under the chairman- 
ship of O. L. Schumann, pres- 
ident of the organization. C. B. 
Heister, manager, hardware de- 
partment, The Morey Mercantile 
Co., Denver, Colo., was the speak- 
er. He told his listeners that they 
should cooperate in their adver- 
tising and buying and held that 
special sales were advantageous. 





OMAHA DEALERS HEAR 
TALK ON LAMPS 

Members of the Omaha Hard- 
ware Club heard a member of the 
General Electric Co. give a talk 
on “Incandescent Lamps” at the 
Jan. 19 meeting held at the Pax- 
ton Hotel, Omaha, Neb. The 
speaker compared the number of 
lamps made in this country with 
those shipped from Japan, and 
explained the differences in qual- 
ity. A discussion of the prob- 
lems faced by the members in 
the conduct of their businesses 
followed the address. 

President J. W. Moton pre- 
sided over the session. 





CLOSES OUT STOCK 


Ben J. Dirks, Stout, Iowa, 
hardware and implement dealer, 
is closing out his stock of hard- 
ware and other lines. He in- 
tends to become a farmer. 





Pasha Convention Indefinitely Postponed, 
Exhibition Hall Damaged By Fire 


W. Glenn Pearce, managing di- 
rector, The Pennsylvania & At- 
lantic Seaboard Hardware Associ- 
ation, 610 Wesley Bldg., 17th and 
Arch Sts., Philadelphia, Pa., has 
announced that the annual con- 


vention and exhibition scheduled 
for the week of Feb. 13 has been 
indefinitely postponed. The Fifth 
Regiment Armory, Baltimore, 
Md., where the exhibition was to 
have been held, was recently 
badly damaged by fire. 





SPORTING GOODS CREDIT 
ASSN. MET IN CHICAGO 


The first annual convention of 
the Sporting Goods Credit Assn., 
was held at the Sherman Hotel, 
Chicago, IIl., on Jan. 14 and 15. 
The meeting was attended by 75 
of the leading manufacturers of 
sporting goods. The organiza- 
tion was formed to serve the dual 
purpose of protecting its mem- 
bers from imposition and fraud, 
and to help worthy merchants 
during this strenuous period. 

The convention was addressed 
on Saturday by Henry Blum, Na- 
tional Credit Association, and by 
W. E. Hall, Wilson-Western Co., 
Chicago, Il]. At a dinner meet- 
ing Saturday evening the speaker 
was H. V. Prochnow, represent- 
ing the First National Bank, Chi- 
cago, Il. 

The following officers and di- 
rectors were elected: Arthur 
Berg, president, Athletic Shoe 
Co., Chicago, Ill.; W. E. Hall, 
vice - president, Wilson - Western 
Sporting Goods Co., Chicago, III. 
Directors: C. A. Chancellor, 
Chancellor & Vaughn; Charles 
Johnson, Nestor Johnson Mfg. 
Co.; C. H. Mudd, A. G. Spald- 
ing & Bros.; Henry Mehl, R. H. 
Buhrke Co., and E. E. Roewade, 
A. J. Reach-Wright & Diston Co. 

The association was organized 
a year ago by its present pres- 
ident and maintains a clearing 
house bureau for supplying credit 
information to members. 





W. T. WHITE IS HORTON 
CO. SALES MANAGER 


W. T. White has been named 
general sales manager of the 
Horton Manufacturing Co., Fort 
Wayne, Indiana, makers of wash- 
ers and ironers. The appoint- 
ment, made by the Board of Di- 
rectors, has just been announced 
by general manager A. H. Peters. 
Mr. White has been with the 
Horton Manufacturing Company 
for nine years and since 1926 has 
been advertising manager. Upon 
the death of A. M. Dodd, more 
than a year ago, he became act- 
ing sales manager. 





ELECTRIC SOLDERING 
IRON CO. MOVES PLANT 


The Electric Soldering Iron 
Co., Inc., formerly of 135 W. 17th 
St., New York City, is now lo- 
cated at 342 W. 14th St., New 
York City. 

ELECTED PRESIDENT OF 

WADE HARDWARE CO. 


R. A. Ball, formerly cashier of 
the Greenwood Bank & Trust Co., 
Greenwood, Miss., has succeeded 
the late G. A. Wade, as president 
of Wade Hardware Co., Green- 
wood, Miss., wholesale distrib- 
utors. 








TWO OIL BURNER GROUFS 


MERGE THEIR OFFICES 


Harry F. Tapp, executive sec- 
retary, American Oil Burner As- 
sociation, 342 Madison Ave., New 
York City, has announced that 
the Distillate Burner Manufac- 


turers’ Association offices have 
been merged with his group’s of- | 
fices. 

While the distillate group, 


which is made up of manufac- 


turers of range burners and cab- | 


inet oil heaters, will continue to 
retain its own identity, its man- 
aging heads will be the same as 
the present executive staff of the 
American Oil Burner Association. 
Under this set up Mr. Tapp be- 
comes treasurer of the Distillate 
Burner Manufacturers’ Associa- 
tion and Arthur W. Clark, man- 


aging secretary of the dealer di- | 


vision of the American Oil Burner 
Association, becomes managing 


secretary of the distillate indus- | 


try’s organization. 


TO ADD HARDWARE LINES 


A hardware store will be 
opened by Irvy Myers Coal 
Lumber Co., Hawthorne, N. J. 





PROPOSED CHAIN STORE | 


TAX BILL IN MISSOURI 
A bill proposing annual li- 


cense fees for chain or branch | 
the | 


stores was introduced in 


House of Representatives of the | 
state of Missouri oun January 20. | 
The bill defines as a chain store | 


DAMAGED BY FIRE 


A warehouse of the Walker 
County Hardware Co., Jasper, 
Ala., was recently damaged by 
fire. 


BUY STALEY AUTOMATIC 
DRAFT REGULATOR 
K. M. Schaefer, president, Au- 


tomatic Humidifier Sales Co., 
6560 Cass Ave., Detroit, Mich., 














| IRVING TUTHILL 
| 


Irving Tuthill, for many years 
| a hardware dealer in Richmond 
Hill, L. L, N. Y., died January 
17, in his store following a heart 
attack. Mr. Tuthill had been ac- 


| tive in the conduct and formation 
| 





| of various business men’s associa- 





operator any individuals, firm or 
corporation operating two or 
more retail stores. The proposed 








IRVING W. TUTHILL 


taxes are graduated beginning | 


with $25 a store for not more | 
than five stores up to $150 a year | 


for each store in a chain of 20 
or more. Bills proposing chain 
store taxation have been intro- 
duced in several sessions of the 
legislature in Missouri but have 
been killed in committee. 


FRIGIDAIRE RETURNS TO 
ONE YEAR GUARANTEE 
E. G. Biechler, president and 

general manager, Frigidaire 
Corp., Dayton, Ohio, has an- 
nounced that his company has re- 
turned to a one-year guarantee 
on all types of refrigerating 
equipment manufactured in its 
factories. 

Mr. Biechler said in_ part, 
“Dealers generally and public 
utilities and department stores 
have very positively expressed to 


us their preference for a one- 


year guarantee, and our change 
in policy is in a measure in com- 
pliance with their wishes. In 
starting to sell our products on a 
one-year guarantee, we feel that 
the customer will be better 
served, and that our distributing 
and dealer organization will pro- 
gress as a direct result.” 
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tions in that section, and in sales 
campaigns which they conducted. 
| He was active in the Richmond 
| Hill Lions Club and in the 
| Jamaica Exchange Club, as well 
as in civic affairs. Mrs. Tuthill 
survives. ’ 


WILLIAM FRIEDMAN 

William Friedman, 60, Madi- 
son Hardware & Furniture Co., 
Madison, IIl., died recently fol- 
lowing a heart attack. 





FRANK S. KEOGH 


Frank S. Keogh, president, 
Paxton & Gallagher Co., Omaha, 
Neb., wholesale hardware dis- 
tributors, died January 1, from 
pneumonia, at the age of 56. He 
had been with the company for 
forty years, having held the fol- 
lowing positions successively: of- 
fice boy, salesman, buyer, depart- 
ment manager and president. 
Mr. Keogh had been president 
of the company since 1924. He 
was prominent in the civic ac- 
tivities of Omaha and was a 
member of the Omaha Chamber 
of Commerce, of which he was 
an executive committee member. 








has announced that his organiza- 
tion will become the sole manu- 
facturers and distributors of the 
Staley Automatic Draft Regula- 
tor, formerly made by Gray Bros., 
Plano, Ill. 


FIRE DAMAGES STORE 


Markeson Hardware Store, La 
Salle, Minn., was recently badly 
damaged by fire. 


OBITUARY 


CHARLES M. BIGGER 


Charles M. Bigger, 61, man- 
ufacturers’ representative in the 
machine tool industry died Jan. 
20 in Cincinnati, Ohio. 








THOMAS M. MOORE 


Thomas M. Moore, 76, inven- 
tor, designer and manufacturer of 
tools and agricultural implements, 
died Jan. 21 at his home in Penn 
Yan, N. Y. 

HERBERT H. BLISS 

Herbert H. Bliss, 69, for 12 
years a hardware merchant in 
Parish, N. Y., died Jan. 6, after 
an illness of several weeks: ~ 





ARTHUR D. TUTTLE 


Arthur D. Tuttle, 58, presi- 
dent and treasurer, Tuttle Bros., 
Inc., Westfield, N. J., hardware 
and lumber firm, died January 8 
at his home in that town, fol- 
lowing a long illness. Since boy- 
hood, when he worked in his 
father’s lumber yard he had en- 
gaged in the lumber business. As 
the business grew, with its 
branch in Cranford, the Tuttle 
firm entered the retail hardware 
field. He was a director of: 
Peoples Bank & Trust Co., Jersey 
Mortgage & Title Guarantee Cé., 
Elizabeth, N. J., Realty Invest- 
ment Co., Home Building & Loan 
Association, New Jersey Lumber- 
men’s Association and of the New 
Jersey Mason Material Dealers 
Association. Mr. Tuttle was ac- 
tive in fraternal and philanthropic 
organizations. 





JULIAN ALEXANDER 

Julian Alexander, 44, president, 
E. P. Alexander & Son Co., Phila- 
delphia, Pa., leather belting man- 
ufacturers, vice-president of the 
Philadelphia Leather Belting As- 
sociation and treasurer of the 
American Leather Belting Asso- 
ciation, died Jan. 20 of pneu- 
monia. 


DANIEL E. HODNETT 


Daniel E. Hodnett, Eldred, N. 
Y., hardware dealer for the past 
twenty years, died Jan. 14, fol- 
lowing an illness of two months 
duration. 








REMINGTON GUARANTEES 
AGAINST TAX REPEAL 
LOSSES 


The Remington Arms Co., Inc., 
New York City, announces it will 
protect its distributors during 
1933 against any loss in case the 
10 per cent excise tax on loaded 
shells and metallic cartridges is 
repealed. This guarantee applies 
to inventory on hand at time of 
such repeal. 











WILLIAM F, STOLLBERG 
William F. Stollberg, 54, presi- 
dent, The Stollberg Hardware & 
Paint Co., Toledo, Ohio, whole- 
sale distributors, died Jan. 21, 
following a heart attack. He had 
been with the Stollberg organi- 





Ww. F. STOLLBERG 


zation, one of the oldest and larg- 
est in Toledo, for 30 years, having 
been its president for about three 
years. Mr. Stollberg was for 
many years treasurer of the Na- 
tional Paint & Varnish Dealers 
Association. 


JOHN N. WELTER 


John N. Welter, 59, vice-presi- 
dent, Pratt & Lambert, Inc., Buf- 
falo, N. Y., died January 4 at 
his home in Evanston, Ill. He 
had been with the Pratt & Lam- 
bert organization for more than 
thirty-seven years. 





FRED ARBER 
Fred Arber, Brimfield, IIl., 
hardware dealer, died at the age 
of 79. He had conducted his 
business in Brimfield for more 
than fifty years. Mr. Arber was 
active in community affairs, hav- 
ing served on the local schoo! 
board and as a member of the 

village board of trustees. 
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YOUR CUSTOMERS *<‘% 
WANT VALUES! k< 
This Osborn No. 4530 Varnish Brush As- | gE 


PURCHASE! 


The attractive display box demands at- 
tention. So do the bright Red and Black 
lacquered handles. The Pure Chinese & 
Bristle, vulcanized in rubber and the | | 
nickeled ferrules are "marks of quality." Fen - 


The PRICE gets ACTION! ay, 
10f Each ant Fy 


sortment makes people stop, look and | 





W 


(Regardless of size) & 


The assortment contains 36 Osborn No. 4530 Flat Varnish 
Brushes in the following sizes: 








Suggested 
Quantity Width Length Retail Price 
12 4” 1%” 10¢ each i 
18 1%” 1%” 10¢ each i 
6 2” 1%" 10¢ each i 
(Sold Only in Assortments) \ 
Ask your jobber or write us for complete. ~*, 
information about all Osborn Brush As- \ Test 
sortments. a = 


THE OSBORN MANUFACTURING ComPANY 
5401 Hamilton Avenue - Cleveland, Ohio 


Sales Offices: 
New York, Detroit, Chicago, San Francisco. 
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A REGULAR FEATURE 
OF HARDWARE AGE 


How’s we Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 
progress, employment, etc. 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











Jan. 31, 1933 


HIS has been an interesting Jan- 

uary in hardware offices, not 

that buying or selling greatly 
increased their pace, but because new 
price announcements were both fre- 
quent and important. Some of the late 
adjustments have affected foundation 
lines of the industry. 

Wholesale houses have experienced 
the slight upturn of merchant buying 
expected after inventory—but few re- 
tailers were able to report much life in 
the demand for their wares during the 
month. Their ordering has been to pro- 
vide an opening back-log of seasonable 
and staple items for the coming spring, 
rather than to fill up any new shortages. 
Mills and jobbers say that a survey of 
such futures as are coming in shows 
generally fewer items and later ship- 
ping dates than the orders of last gear. 
The quantities per item are compara- 
tively well maintained, so the trend 
seems toward simplified stocks, rather 
than hand-to-mouth supplies. Probably 
most of the retailer’s buying for 1933, 
however, will be done at the very thresh- 
old of the consuming season. This is 
a normal and healthy development, if 
not carried to the extreme of actual 
shortage, but it places upon the whole- 
salers an extra burden of “flexibility.” 


New Prices on Nails and Wire 


Of paramount interest among the 
price changes has been the general re- 
duction on wire rods, nails, wire and 
fencing, which went into effect about 
January 20. This decline caused some 
confusion. The daily press had the gist 
of the news on January 18, but there 
was delay, and even published denial of 
the drop, before the details were grad- 
ually clarified and passed along to the 
trade. 


AS 


by STEWART JAMES 


New prices in effect to retailers in 
the central or Chicago mill district, for 
less than carload orders, are as follows: 

Bright wire nails, $2.25 per keg base, 
down 15 cents. Plain annealed wire, 
No. 9 base, $2.70 per 100 lb., down 10 
cents. The extra for galvanizing on wire 
nails has been dropped 25 cents to $1.50 
per 100 lb. Galvanized fence wire, No. 
9 base, $3.05 per 100 lb., down 20 cents. 
Polished fence staples, No. 9, $2.95 per 
keg, down 15 cents. The reduction on 
staples cancels a similar advance which 
had been announced only three weeks 
previously. Galvanized barbed wire, 
$2.75 per 100 lb., down 30 cents. L.C.L. 
quotations f.o.b. Eastern basing points, 
and all carload prices, show tke former 
differential below these figures. Gal- 
vanized field fencing was reduced five 
dollars per ton, and wire rods, the “bas- 
ic” of all steel wire products, were 
dropped two dollars per ton. 

While some price-cutting had been 
quietly prevalent on these lines for 
many weeks, leading interests had main- 
tained a fairly steady market since De- 
cember, 1931, and had also announced 
late last year an unchanged basis for 
the opening 1933 quarter. There is 
much speculation as to the influence 
of persistently lqw published mail- 
order quotations in breaking this mar- 
ket, particularly on barbed wire, which 
they are believed to have been importing 
from Europe in large tonnages, and on 
fencing, where their owned or controlled 
factories have kept mail-order costs be- 
low those supposédly extended by any 
other makers to the largest wholesalers. 

In recent years, hardware merchants 
have experienced increasing difficulty in 
buying staple wire products at any mar- 
gin below catalog house prices. Only 
a few persistent fighters have kept mills 
and dealers awake to the seriousness of 
such trends, and all distributors may 
now welcome the substantial temporary 
relief, which the reduced wire and nail 
market affords. 


Other Steel Changes 


Quotations on sheet steel, while not 
officially reduced, are ranging about 


ten cents per 100 pounds below the 
levels previously anounced for the cur- 
rent quarter. Heavy melting scrap and 
concrete reinforcing bars are also 
slightly off in price. With January steel 
declines bringing values down to or 
below pre-war levels, the Iron Age 
“composite” steel price index now 
stands below the minimum reached dur- 
ing the drop in 1921-1922. There is 
hope that these liquidating moves in the 
steel industry will lay the foundation for 
more liberal and more confident buying. 


1933 Ammunition Prices 


The leading manufacturers of am- 
munition have released their prices for 
1933. Contracts offered to wholesale 
buyers include some new features in- 
cluding a consignment basis under cer- 
tain conditions, but the general line of 
loaded shells and cartridges remains un- 
changed in price. Certain .22 Short 
cartridges and certain trap loads will 
carry special and somewhat lower 
prices. The reductions apply only to 
solid ball .22 Shorts having standard 
velocities, and not to the speeded-up 
type which was introduced two years 
ago. .22 caliber long and long rifle and 
hollow point .22 Shorts are not affected. 


The trap shells, selected as leaders 
for a volume business, are limited to 
12 gauge loads containing 3 drams of 
powder and 114 oz. either of 744 or 8 
chilled lead shot. 

The new catalogs of the larger mail 
order houses show ammunition prices 
approximately 10 per cent higher than 
appeared in their catalogs last fall. This 
indicates that they are well sold out of 
the stock which they took in before the 
excise tax of last June 21, and that 
the new prices are intended to compen- 
sate for the tax. If higher mail-order 
pricing continues throughout 1933, it 
should have a stabilizing influence upon 
this year’s marketing of this important 
line. 

Many leading electrical appliance 
manufacturers have reduced prices on 
their lines since January 1, and the new 
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On a cold, bleak hill in Greenland, 
1,500 feet above sea level, Captain 
Bartlett has recently completed the erec- 
tion of a monument to Peary. What a 
dramatic coincidence that the man who 
in 1909 was master of the ship which car- 
ried Peary to the North Pole should, 23 
years later, erect a monument to his 
memory. 


What a splendid compliment to Colum- 
bian Rope to have it specified, not only 
for the construction of the monument but 
also for complete equipment of the 
schooner, “Morrissey”. A\ll the material 


CAPTAIN BOB BARTLETT HAS JUST COME BACK 
FROM GREENLAND 





and supplies used were hoisted 900 feet 
atop a glacier and then transported 5 miles 
over the glacier by means of Columbian. 


Captain Bartlett has just returned from 
Greenland with glowing tributes of the 
value of Columbian waterproofing, Colum- 
bian quality and almost unbelievable 
Columbian endurance. 


If Captain Bartlett considered the service 
received from Columbian exceptional, 
imagine the service this same rope would 
give when not receiving the severe 
punishment it had to take with Captain 
Bartlett in the arctic circle. 


COLUMBIAN ROPE COMPANY 


352-80 Genesee Street, Auburn, “The Cordage City,” N. Y. 
Branches: New York Chicago Boston New Orleans 


TAPE MARKED 








COLUMBIAN 
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PURE MANILA 


ROPE 














lists range down from ten to twenty per 
cent. On the other hand, makers of 
small wiring devices who have been 
selling their more staple items at fig- 
ures reported at cost or less are mak- 
ing general effort to advance their quo- 
tations to a more profitable basis. 


Roofing and Plumbing 
Prices Are Reduced 


Among late steps in the reducing of 
building material costs are two of prime 
importance. Asphalt roofing and shingle 
makers, in a natural reaction from the 
runaway advances of the past fall, have 
marked prices sharply back to the lev- 
els of last August, and close to the low- 
est figures of the post-war period. Since 
asphalt and paper costs are said to be 
higher, the manufacturers feel that their 
new quotations are at their 1933 mini- 
mum. 

Average reductions of 7 to 124% per 
cent in the price of highly competitive 
lines of plumbing pottery or porcelain, 
bathroom and lavatory fixtures have 
been made by most manufacturers and 
distributors. Cuts are confined chiefly 
to lower priced lines, some of the high 
quality and specialty lines having been 
marked up slightly. Tubular brass 
lines, faucets, traps, pipe, etc., have 
been reduced about ten per cent. 


Other Price Changes 


Prices have been lowered five per 
cent on jack screws, but the concession 
is still insufficient to permit the hard- 
ware trade to meet prevailing mail-order 
quotations. Wholesalers and dealers 
are at a loss to understand the makers’ 
evident control of hardware schedules 
on this line, on a basis which must be 
substantially above preferential quota- 
tions permitted to the large catalog 
houses. 

The price of the Daisy single shot air 
rifle has been reduced 33-1/3 per cent, 
to retail at $1.00. A lower price on 
the 500 shot will make it a $1.50 re- 
tailer, while the 1000-skot model will 
retail at $2.50. The pump-action Model 
25 will sell for $3.95 instead of $5.00. 
A cheaper pump-action air-rifle has 
been added to the line, to retail at $2.95, 
and the 350-shot model has been dis- 
continued. Attractive general changes 
in design have also been made. The 
popular Buzz Barton special will be con- 
tinued at last year’s price. 

Daisy are replacing their automatic 
design water pistol with a five-skot 
model, which is a close copy of the 
latest police revolver, and which is 
priced the same as the old single-shot 
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pistol. Jobbers will not generally have 
the new models in stock until the latter 
part of February. 

Slight price adjustments, without 
definite effect upon the general market, 
and hardly possible to announce defi- 
nitely, are common from day to day in 
dealings between certain manufactur- 
ers and their jobbing customers, and 
between some wholesalers and _ their 
merchant trade. The trend is naturally 
toward liquidation of values, but there 
is a fair sprinkling of mark-ups, where 
preceding concessions had shown op- 
erating losses on 1932 statements. 

Flint paper, builders’ hardware, sol- 
dering coppers, sweat pads, and other 
lines, are affected in some items and in 
some areas by the competitive strife for 
orders from quantity buyers. Tool 
prices are considered fairly well at the 
bottom—manufacturers seeing no early 
volume increase to further lower their 
costs. 


General Trade Commentaries 


Bradstreet’s recent reviews find trade 
developments during January were, on 
the whole, constructive. One of the 
most significant favorable notes is the 
sharply declining trend in cold storage 
holdings of meats and dairy products, 
reported on the first of the year as not 
only below those of January 1, 1932, 
but substantially below average hold- 
ings at the same date during the preced- 
ing five-year period. Stocks of meats 
and lard, for example, are 22.8 per cent 
below a five-year average. Butter stocks 
are 58 per cent below the five-year aver- 
age, and eggs on hand are less tkan 
half the amount in cold storage a year 
ago. 

The relative importance of wheat and 
meat and dairy products in farm in- 
come, judged from the average value 
of these crops during the period 1930- 
32, shows in that for every $100 which 
a farmer received for wheat, he col- 
lected $84.30 for pork, $66.08 for beef, 
and $105.20 for butter. Notwithstand- 
ing—the wholesale food price index for 
the last available week, ending Janu- 
ary 17, declined from $1.65 to $1.56, 
breaking through the previous low point 
of $1.61 reached last summer, and with 
the greatest weakness in butter and 
eggs. 

American business activity, as meas- 
ured by the Annalist index, ended the 
year 1932 at around 40 per cent below 
estimated normal, but about 15 per cent 
above the low point of the depression, 
which came in July. The last four 
months of the year were characterized 
by unusual stability, the index having 








fluctuated within the narrow range of 
less than a point. 


Price Indexes Drop 


The wholesale commodity price index 
of the National Fertilizer Association 
reached a record low figure of 56.9 for 
the week ended January 21, or a de- 
cline of 10 points from the preceding 
week. A month ago the index number 
stood at 58.1, and a year ago at 64.0. 


Construction Awards, Ete. 


Contracts awarded for new construc- 
tion in. states east of the Rockies be- 
tween January 1 and January 15 totaled 
$43,261,300, according to F. W. Dodge 
Corporation. This compares with $37,- 
312,000 in the corresponding period last 
year. The gain was due to larger un- 
dertakings by the railroads, to factory 
modernizations, and to certain educa- 
tional projects. December’s contract 
total was $81,219,300, against $105,- 
302,300 for November and $136,851,600 
for December, 1931. Total volume for 
1932, covering all classes of construc- 
tion, was $1,351,158,700 compared with 
$3,092,849,500 in 1931. 

Loadings of revenue freight rose 
70,670 cars during the January 14 week 
over the previous period. This better- 
ment of 16 per cent compares with a 
corresponding gain of 13 per cent in 
1932, and an average increase of 12 
per cent from 1925 through 1931. The 
week’s volume reached 506,322 cars, 
and was only 66,327 cars below the 
traffic level of a year ago. 

Less than carload freight scored an 
advance of nearly 20 per cent over the 
last preceding week, with good gains 
in all classes of freight. Ore traffic 
topped a year ago by a small amount, 
suggesting improvement in the steel in- 
dustry. 

Declines of 0.4 per cent in employ- 
ment and 0.9 per cent in payrolls dur- 
ing December were reported by the 
Labor Department. The survey cov- 
ered 68,229 identical establishments in 
17 major industrial groups which, in 
December, had 4,476,531 employees, 
with combined earnings in one week of 
$86,519,751. 

Reductions of 1.9 per cent in em- 
ployment and 2.3 per cent in payrolls 
were shown for the manufacturing 
group. Increased employment was 
shown in four of the 17 groups included 
in the study, and increased payrolls 
were reported in three groups. The 
retail trade group reported a 16.5 per 
cent seasonal gain in employment and 
increased payrolls of 10.1 per cent, due, 
of course, to temporary holiday acces- 
sions. 
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DAN SCOATES 


Sec.-Treas. 


A. C. TOUDOUZE 
Retiring President 


WALTER HENNA 
President 


History-Making Convention 
Held by Texas Association 


T the Baker Hotel, Dallas, Texas. 
January 17, the Texas Hard- 
ware and Implement Association 
opened its 35th annual convention 
and exhibit. The convention was 
outstanding for its large attendance 
despite the times; the feeling that 
conditions have started on the up 
grade, and the plans which were 
made for a year of earnest and for- 
ward looking work. 

The opening address was made by 
president A. C. Toudouze; San An- 
tonio, Texas, on “Merchandising To- 
day.” Mr. Toudouze advanced the 
opinion that one cause for the de- 
pression was in “the idea that the 
cost of distribution could be reduced 
by increasing the volume of sales.” 
This, he said, started the mad 
scramble for volume. In concluding, 
he declared that the problem will be 
solved when business makes a gross 
margin sufficient to cover the over- 
head, plus a reasonable return on 
capital. 

Dan Scoates, secretary, College 
Station, Texas, reviewed the past 
year’s activities, stating that the year 
had been a very active one for the 
association, during which much good 
had been accomplished. 

The price situation was discussed 
by Paul Stokes, National Retail 
Hardware Association, Indianapolis, 
Ind. His talk was based on a report 
of the special committee appointed 
at the N.R.H.A. Congress last sum- 
mer. The survey made by the com- 
mittee revealed an astonishing situa- 
tion, and members were keenly inter- 
ested in Mr. Stokes’ comments. 
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John E. Owens, president, Re- 
public National Bank, Dallas, Texas, 
discussed the “Present Financial 
Situation.” He said we would begin 
to stop the depression when we 
stopped talking about it. He felt 
certain that it is necessary that the 
International debts be either can- 
celled, scaled down, or in some way 
cleaned up, before we could get 
things in the shape that we would 
like to have them. He further ad- 
vocated the tearing down of high 
tariff walls. 

A. B. Mayhew, Uvalde, Texas, dis- 
cussed “Methods of Handling the 
Implement Business in Order to 
Get Satisfactory Profits.” Paul 
Stokes followed with a talk on the 
Business Barometer. C. A. Jay, 
Dallas, Texas, discussed the State tax 
situation, pointing to places where 
taxes should be reduced, and where 
government expenses could be cur- 
tailed. 

The Board of Directors of the as- 
sociation met with the hardware and 
implement jobbers of Texas and dis- 
cussed mutual problems. It is ex- 
pected that the meeting will result 
in considerable good to all con- 
cerned. 

Concurrent with the convention, 
the Texas Hardware Mutual Fire In- 
surance Co., which is affiliated with 
the association, held its annual meet- 
ing and elected officers. 

One session of the convention was 
closed to all but members. The dis- 
cussion at this session had to do with 
unethical jobber competition; gov- 


(Continued on page 62) 
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NY job requiring skill can 
be handled more easily, 
more satisfactorily and 

more quickly when the pliers 
are Kleins. “Since 1857,” 
Klein Pliers have been the 
standard for quality with 
master workmen and _ public 
utilities everywhere. It will 
pay you to carry Klein pliers 
in stock. Make a note on your 
want book and order from 
your jobber’s salesman the 
next time he is in. 
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Buy From Your Jobber 


cm ACL N 


3200 BELMONT AVE., CHICAGO 
“(AIP RSE eae 
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Sheffivid 


announces the opening of 
its new oil color plant 





This modern, fully equipped oil color unit 
materially reduces our production costs, 
enabling us to pass on to the trade a tre- 


mendous saving. Thus Sheffield Pure Oil 
Colors, triple ground in pure linseed oil, 
offer a purity of tone and Ger <a of tinting 
strength never before possible at such 
prices. 
New—Very Low Prices 
The Lowest in the Industry 


Tubes of Pure Oil Colors 


i nes Rogutttetiy ly nod a es 5 5 | ' 
es ( ubes in : 
(open-faced) ‘nested oun Dealer Price ¢ Per Bez 


20¢ Beosipty Pe eis ea Sheffield 
Tubes (1’ 


tubes 1n$] 44 per Doz. 


jepen end) Sel cartons..Dealer Price 


Complete Dealers 10c Size 


Tube Assortment 
Assortment in Lacquered Metal Display, 
with color card, contains 10 dozen Tubes, 
6 each of 20 colors (%" x 4’’). Litho- 
graphed Tubes ....+....++.++ Dealer Price 


Complete Dealers 20c 


Size (Painters’) Tube Assortment 
Assortment in Lacquered Metal Displa 


$7.30 


with color card, contains 4 dozen Tubes, 
3 each of 16 colors (j’ x 5’’). Litho- 6. 01 
graphed Tubes .....-..++.+- Dealer Price 


The New Standard Containers 
A complete line of strictly pure oil colors (triple ground), 
strongest tinting strength in the New Standard size cans, 
half pints, quarts and gallons, at the most attractive 
prices ever offered the Trade. 





Our New Sales Plan on 
PRIVATE BRANDS 


For the first time in the industry, Sheffield is offering 
the Manufacturer or Jobber Tube Oil Colors under his 
private brand without the need of a big investment, 
a the choice of one of four plans. Write for 
etarls. 


Fast sales, too, on Sheffield Kleen-A-Brush, Water- 
Applied Tran sfer Sets, Po 4 and Showeard Colors, 
China and Household Coment, — Porcelain, Bronze 
Powders, Iron Enamel, Combination Cans of Gold or 
Silver Paint. 








Order From Your Jobber. Jobbers, Write for Discounts. 


The Sheffield Bronze Powder & Stencil Co. 
5817 Kinsman Road, Sheffield Bullding, Cleveland, Ohio 





Canadian Factory: 426 Queen St., East—Toronto 
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On Buying American 


Wasuincton, D. C.—I have just fin- 
ished reading Mr. Heale’s “Buy American” 
editorial in the Jan. 19 issue and most 
heartily agree that it is necessary that 
wholesaler and retailer must have 100 per 
cent cooperation in the matter of specials 
and competitive priced merchandise. It is 
necessary that such merchandise be pre- 
sented to the public in general, and your 
own customers in particular, at the lowest 
possible price. Such specials have one 
purpose, that is defeated if the grasping 
of a higher mark-up is continued, namely, 
increasing store traffic. Here is a little 
incident that happened in our store a month 
or so ago. 

A woman came into the store to buy a 
tubed cake pan, something of the type 
that is sold in every “five-and-ten” for ten 
cents, and I showed her that we had it at 
the same price as Woolworth. She evinced 
surprise that we had the same price and 
said: “You know, I thought that your price 
would be 15 or 20 cents as is the case in a 
majority of the independent hardware 
stores I have dealt with, and I'll tell you 
frankly that I very rarely go in them on 
that account.” I raised the question that 
possibly the goods in general were of a 
better grade. She answered: “I don’t 
doubt that, but on a lot of items the ad- 
ditional quality does not appeal to me as 
in the case of this particular pan I am 
buying from you. I do not know when I 
will have another occasion to use it and I 
do not want to put a lot of money in some- 
thing that I use occasionally.” Gentlemen, 
that woman spoke what was in the minds 
of thousands of others who pass your door 
to buy where they think it is cheaper. 
She had the impression that the hardware 
store was high priced. Incidentally, she 
has become a very good customer and we 
have found little difficulty in selling her 
the better grade merchandise, but the very 
fact that we had competitive goods at com- 
petitive prices sold her on our store. 

A lot of retailers have the illusion that 
their customers will keep coming to them 
for their wants in spite of the avalanche of 
advertising that is thrown at them through 
the newspapers, by direct mail, by circulars 
and over the air. Even the best of your 
customers succumb to the pressure of so 
much advertising. I have even had per- 
sonal friends come in and show me some 
particular “bargain” they picked up at 
some chain or department store. 

But to get back to the point of selling 
American-made goods: it is imperative that 
a plan of close cooperation between all the 
factors concerned with the distribution of 
hardware must be followed. 

No one in this country likes to sell Amer- 





ican goods any more than we do, but have 
you ever tried to sell a man an American- 
made 25-cent screwdriver when he had 10 
cents in his hand to pay for one? You 
might make the sale, but you have created 
in that man’s mind the belief that you are 
high priced; and in this day, when so many 
families have to practice the most rigid 
economy, that is a bad impression to leave 
in his mind. Of course, I don’t mean that 
a mechanic who has everyday use of tools 
should be sold that kind of goods, but there 
is quite a market for that type of merchan- 
dise among the general run of customers. 

Don’t try to dictate to your customers 
what they should buy or what they should 
not buy; by a little sales pressure you can 
make them want the best, but have both in 
stock, 

C. F. Kennepy, Manager, 
Loveless Hardware Co. 





Change in Tool Demand 


E:mima, N. Y.—I was pleased to see 
your article in Jan. 19 Harpware Ace. I 
think that the manufacturer, more than the 
retail hardware stores, forget that we sell 
today twenty-five to one mechanical tools 
to people who never learned a trade or 
served their time as they did twenty-five 
years ago, and for that reason they are 
not as particular to buy a certain brand of 
tool or saw. What they want is something 
that will stand up and do the work. 

As no doubt you are aware, today, we 
do not have the blacksmith or carpenter 
shops to do this work. They are gone, 
and people are doing their own work more 
than ever before. Possibly the automobile 
is to blame for this change, but it is here, 
and for that reason, when the manufac- 
turer insists on having just such tools, fin- 
ished just so with his brand and so forth, 
he is making a mistake. Any tool that is 
made of good material, even if it is not 
finished quite so highly and does not bear 
the maker’s name, if it will do this business 
and stand up, that is what they ask for. 

I think your work will help the manu- 
facturer and retail hardware store under- 
stand that times have changed greatly in 
the last twenty-five years. 

Grorce W. Peck, 
The George W. Peck Company. 





American Goods Superior 

New York Ciry—We have been estab- 
lished in business since 1908 and always 
sold American-made goods and we found 
that it is the only way we can sell me- 
chanics special tools which are far superior 
to any foreign make. 

We have competitors who sell foreign- 
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made goods, and we feel sure that if all 
dealers would buy American-made goods it 
would be good for tradesmen. In the end it 
is cheaper to buy goods made here. 

It would improve conditions with manu- 
facturers, salesmen in the store and ke a 
benefit to all. If all of the dealers would 
adhere to this policy we feel that pros- 
perity would come back much quicker to 
the American public. Dealers should have 
for a slogan “Buy American-Made Goods.” 

CHARLES KurRzon, 
Charles Kurzon, Inc. 





Technocracy 
Sr. Louis, Mo.—Your Dec. 22nd issue 
of Harpware AGE certainly contains a 





—— == GAWaaner 


world of interesting and valuable infor- 
mation, not only for the hardware folks, 
but for everyone. 

I enjoyed the magazine immensely, wish 
it could get in the hands of more people. 


Two outstanding articles that should be 
read by everyone, especially the “Doubting 
Thomases,” “Skeptics,” etc., are. “Plain 
talk about Technocracy” by John H. Van 
Deventer (This indeed is very enlighten- 
ing) and the article by Saunders Norvell 
“Random Thoughts,” as usual, is very 
good too. 

May 1933 be a Prosperous one for 
HarpwareE AGE so it may continue with 
its good work. 

Joun HOLke. 





Message from a Sales Manager 
(Continued from page 28) 


restored. The country is bare of 
merchandise and supplies of almost 
every description. Once the buying 
movement starts, it may be very 
heavy. Most people whom we know 
predict the improvement will be very 
slow and gradual. Perhaps that will 
be the best thing for all of us. 

“An instance of shortage of sup- 
plies came to our notice a few days 
ago. Those who furnished Christ- 
mas trees for the Chicago market be- 
lieved the demand would be very 
much less than in former years. Con- 
sequently the supplies were very 
much curtailed: it was impossible to 
buy a Christmas tree in the city of 
Chicago on Saturday, the 24th, and 
during this period trees that had for- 
merly sold for from $1.00 to $2.50 
brought from $10.00 to $25.00 each, 
and there were many thousands who 
were disappointed and were unable 
to secure any. That only shows what 
can happen with any other product. 

“We want you men to go out to 
the trade with confidence and cour- 
age and faith in your ability to 
sell your products. You must be 
equipped thus or you cannot suc- 
ceed. Prices on the different prod- 
ucts you handle will be confirmed 
to you by your various department 
managers. We believe that results 
you will achieve during 1933 will far 
surpass your record for 1932. 
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“Prices for livestock, cotton, wheat 
and corn are low; some of them the 
lowest on record. We share the dis- 
appointment in this that all mer- 
chants and farmers must endure. 
Seldom do we hear any reference to 
dairy products, poultry, etc. It may 
surprise you to know that the revenue 
derived from the sale of butter, eggs, 
poultry, cheese, etc., is many millions 
of dollars more than the value of 
wheat. While the prices on these 
products just mentioned are also 
low, nevertheless they produced a 
wonderful revenue and also have 
provided farmers with a large por- 
tion of their living expense. In this 
respect those on the farm are rela- 
tively very much better off than the 
city workers who have nothing but 
their daily wage to cover their rent 
and necessary expenses for living. 

“We ask you to be always cour- 
teous and sympathetic with your cus- 
tomers in their troubles; neverthe- 
less we believe that you can do a lot 
of good and benefit yourself and this 
company, as well as the country at 
large, by establishing in the minds 
of the various customers on whom 
you call some of the hopeful and 
encouraging features of this situation 
as we have outlined above. 
~ “We wish you a Happy New Year 
and trust a measure of Prosperity 
far greater than we have enjoyed in 
1932 will be dispensed to all.” 








Identify the 
Genuine by 
This Card! 


Imitated But 
Not Duplicated 


WueEn you stock and sell U.S. Poultry 
Fence, you KNOW you are offering 
your trade the finest poultry netting made. 
For, in design and manufacture, this mod- 
ern straight-line netting never has been 
duplicated. 

First Choice Everywhere.... 

Its straight, parallel line wires, its tightly 
wrapped hinge-joints, its uniform spaced 
meshes, its smooth, even tension, place 
genuine U. S. Poultry Fence years ahead 
of imitations and make it first choice 
of discerning buyers everywhere. 

Made in America.... 

U. S. Poultry Fence is made in America 
by American workmen. It is distributed 
only through the regular wholesale and 
retail channels and costs no more than 
ordinary netting. 

Standardize for Profit.... 

This year—standardize on _ original 
U. S. Poultry Fence! It will boost sales, 
discourage price competition, build per- 
manent and profitable repeat business. 

Ask us for the name of your nearest U. S. 
Poultry Fence Jobber! 

Indiana Steel & Wire Co. 

Muncie, Indiana 







Makers also of 
IMPERIAL Farm, Poul- 
try and Lawn Fence, 
Trellis, Flower Border 
Steel Posts, Gates 


Rolls Out 
Flat Like 
Carpet 


U.S. Poultry Fence 
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ARMSTRONG 


Drop Forged WRENCHES 






New Designs 
Stronger Steel 


Each is a perfect wrench made 
in new designs with narrow jaws 
and long bodies, designs not found in 
other carbon wrenches. ARMSTRONG 
WRENCHES are now made of a new 
stronger steel that makes them 
superior to all others. 


— 


They come in 36 types, in all 
sizes singly, on display 
boards, or in matched sets. 
They are consistently adver- 
tised today, are known to the 
buyers of quality tools the 
world over. 





and profits are pro- 
Sales helps furnished 
Write for catalog. 


Prices 
tected. 
free. 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 
314 N. Francisco Avenue 
CHICAGO, U.S.A. 
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There's a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 


»»» 











Your Income Tax Return 


(Continued from page 35) 


no tax. Under the new tax law, 


here’s the picture: 
Salary . ore $25,000 
Net loss on securities held 
less than two years: 
Profits 
Losses — Actually $30,- 
000, but deduction 
limited to amount of 
profits (hence $29,- 
000 not deductible) 


$1,000 


1,000 


Net Taxable Income $25,000 


A, therefore, will have to pay a 
tax on an income of $25,000, 
though he actually ended up the year 
in the red to the tune of $4,000. 
This is all new—and to A probably 
a bit disturbing. 

The restrictions of the new law 
apply to corporations, partnerships, 
and trusts, as well as to individuals. 
Exceptions are made in a few cases 
such as banks, dealers in securities, 
etc. 

What do we mean by “securities”? 
In general, it embraces all stocks and 
bonds. This means, too: rights, 
certificates of interest in investment 
trusts, etc. Here again there are ex- 
ceptions. Most important of the ex- 
ceptions is that the restrictions do not 
apply to bonds, debentures, or notes 
of any government (domestic or 
foreign) or its political subdivisions. 
Also, the new restrictions do not 
apply to bonds, debentures, or notes 
issued by any individual, partner- 
ship, or trust. These items that are 
exempted have the same status as 
under the old law. The same is true 
as to profits and losses from trading 
in commodities or foreign exchange. 

There is an important aspect con- 
nected with short sales. Even 
though a short sale- position is not 
covered for more than two years, the 
law declares that gain or loss from 
short sales shall be considered as be- 
ing gain or loss from securities held 
for less than two years. This means 
that losses on short sales are never 
deductible in and of themeslves. 
They can only be used as an offset 


against profits from securities held 
for less than two years. The poor 
short trader! 


Income Exemptions Removed 


Dividends or interest from build- 
ing loan associations used to be 
exempt up to $300. The exemption 
has been removed by the new law. 

The exemption has also been re- 
moved with respect to amounts re- 
ceived as compensation, family allot- 
ments, and allowances for war risk 
insurance, or as pensions for military 
service, including the soldiers’ bonus. 


Deducting Previous Year’s 
Losses 


The law says that net losses of one 
year can be used as an offset against 
the income of the next year. (It 
used to be that the offset could be 
made against income of the two suc- 
ceeding years.) This is a great 
relief provision for taxpayers. It 
enables them to recoup, in part, the 
effect of their losses out of future 
profits. It gives them a rain check, 
so to speak. However, there are 
some limitations and exceptions, a 
few of which we should note here. 


Business Losses Only 


In the first place, only such net 
losses as arise from the operation of 
a trade or business may be carried 
forward and applied against subse- 
quent incéme. Just when any par- 
ticular activity is a business, or is 
merely an incidental side line, is a 
question of fact and depends upon 
the circumstances of each case. A 
person may be engaged in more than 
one business. The point that is here 
important is that if a net loss does 
arise from a business, it may be 
taken as a deduction in computing 
income of the next year. If it does 
not arise from a business, then even 
though there may be a net loss, it is 
of no avail in computing the next 
year’s tax. 





Federal Income Tax. 





HARDWARE AGE acknowledges the valuable assistance of 
the firm of Seidman & Seidman, Certified Public Accountants, 
New York City, in the preparation of this useful data on the 
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The other evening a couple hailed 
a taxicab. The cab went jerking along 
for a while and presently the driver 
exclaimed: 

“My, what a clutch!” 

“Say,” came an indignant feminine 
voice from the rear, “will you please 
keep your eyes to the front. This is 
none of your business.” 





“Ze Americaine, he is ver’ funny. 
Ze Frenchman can nev’ understan’ 
heem—jus’ like ze Americaine cock- 
tail. Firs’ he put een whisky to make 
ze drink strong, zen he put in water 
to make her weak, zen he drop in 
some sugar to make her sweet, nex’ 
he put a lemon to make her sour, zen 
he say, ‘Here’s to you’ and he dreenk 
her he-self!” 





Two farmers met on the road. “Si, 
I’ve got a mule with distemper. What 
did you give that one of yours when 
he had it?” 

“Turpentine. Giddap.” 

A week later they met again. 

“Say, Si, I gave my mule turpen- 
tine and it killed him.” 

“Tt killed mine, too. Giddap.” 


GOTTA SAVE SOMEONE 

A small boy in the visitors’ gallery 
was watching the proceedings in the 
senate chamber. 

“Father, who is that gentleman?” and 
he pointed to the chaplain. 

“That, my son, is the chaplain.” 

“Does he pray for the senators?” 
asked the boy. 

“No, my son; when he goes in he 
looks around and sees the senators sit- 
ting there, and then he prays for the 
country.” 
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Compiled by 


Justin PauNnN 


An old man of 80 having taken to 
the altar a damsel of 17, the clergy- 
man said to him: “The font is at the 
other end of the church.” 

“What do I want with the font?” 
asked the old man. 

“Oh, I beg your pardon!” said the 
clergyman. “I thought you had 
brought this child to be christened.” 





Silas: “There goes Hi Smith. Hi 
ain’t the man he used to be.” 

Zeke: “No, and gol dern him, he 
never was.” . 





A young fellow was called to the 
witness stand, and the prosecutor be- 
gan to quiz him. 

“Have you any occupation?” asked 
the attorney. 

“No,” replied the youth. 

“Don’t you do any work of any 
kind?” 

“Nope.” 

“What does your father do?” 

“Nothin’ much.” 

“Doesn’t he do anything to support 
the family?” 

“Odd jobs once in a while.” 

“As a matter of fact, isn’t your father 
a worthless fellow, a dead-beat and a 
loafer?” 

“IT don’t know. You'd better ask 
him; he’s settin’ over there on the 
jury!” 


Said one lawyer to the other, “You're 
a cheat.” 

Replied the second lawyer, “And you 
are a liar!” 

“Now that both parties have iden- 
tified each other,” remarked the Judge. 
“we'll proceed with the case.” 








The 
complete 
story of every 
padlock—at 
your finger 





“fT HE handiest, most valuable counter- 
guide on padlocks ever published”. 
That’s what thousands of padlock 
dealers are saying about Master’s new 
32-page illustrated “Price List”, issued 
just recently. Check now to be sure 
you received your free copy. See that 
it was saved. Write us for extra copies 
when you need them. 


Gets New Business 


The Master “Price List” is a veritable 
storehouse of quick-reference informa- 
tion that can be turned into new busi- 
ne&$s for you. Every padlock, bicycle 
lock, hasp, hasplock and key blank is 
illustrated and described in detail. As 
shown by the typical page above, greatly 
reduced, each item and every obtainable 
variation are priced in plain type, both 
wholesale and retail—270 of these easy- 
to-find prices in all. You would never 
dream that any line of padlocks so 
thoroughly meets every ordinary and 


special requirement. 
MASTER LOCK CoO. 


orld’s Largest Exclusive Manufacturers 
of Padlocks 
Milwaukee, Wis., U. S. A. 


Master 
Jadlocks 


\¥2ZY,, The only Genuine laminated case 
it’s Patented’: 
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Jelly 


Strainer 


sells for 
597 


Thrifty folks will “put up” a lot of jellies, 
catsup, etc., this year. And they’ll bottle a 
lot of fruit juices and other home-made 
beverages, too. The new No. 350 Jelly 
Strainer at 59c. and the 
No. 250 Bottle Capper at 
59c. are just two of the in- 
expensive accessories they’ll 
want. Write for new cir- 
cular describing our com- 
plete 1933 line. Sold by 
good jobbers everywhere. 
Prices slightly higher in 
Far West and Canada. 


The EVEREDY Co. 


Frederick <& Maryland 














ARDME ERS 


pork LD MATCH 


CHAIN STORE VALUES 
5¢ to $129 


MERCHANDISE 








VON’T BE UNDERSOLD by the 
CHAINS on 5¢ to 25¢ staple everyday 
selling items throughout your store and 
have your customers feel that you are 
high priced on all lines of General Hard- 
ware and Housefurnishings, just because 
ne are out of line on the 5¢ to 25¢ 
nes. 


DON’T BE UNDERSOLD. Get a 
CHAIN STORE BUYING CONNECTION 


PROFITS, or don’t handle this popular 
line of merchandise. 


DON’T BE UNDERSOLD. 
the facts about the “C. M. 8.’ 

fanization that has SPECIALIZED * 
5¢ to $1.00 merchandise for 19 years. 


a 


Consolidated Merchants Syndicate, Inc. 
PIERRE H. MEYER, Pres. 
890 Broadway New York City 


Attach this coupon to your peteareend and leara 
how you can INCREASE Y ALES and 
PROFITS on 5¢ to 25¢ MERCHANDISE, 


Address 
February, 1933—Hardware Age. 

















Who 
Miakes 
it? 


INDIANAPOLIS, IND.: Who can sup- 
ply horse radish root peelers and 
grinders ?—Bessire & Co. 

ANSWER: Peelers: Hobart Mfg. 
Co., Troy, Ohio; Dunkley Co., Kala- 
mazoo, Mich., and Imperial Machine 
& Foundry Corp., 225 W. 34th St., 
New York, N. Y. Grinders: John E. 
Smith’s Sons Co., 55 Broadway, Buf- 
falo, N. Y.; Kelso & Co., Inc., 123 
S. Jefferson Ave., Chicago, IIl., and 
Oehmig, Paul & Co., 625 S. Califor- 
nia Ave., Chicago, III. 


* * * 


LinpDeEN, N. J.: Furnish the address 
of the Pioneer Aquarium Co., makers 
of Pioneer aquarium cement.—K. & 
A. Hardware Co., Inc. 

ANSWER: Racine, Wis. 


mt * * 


SaucerTies, N. Y.: Provide ad- 
dress of the Jacobsen Mfg. Co., man- 
ufacturers of power lawn mowers.— 
P. C. Smith & Son. 

ANSWER: Racine, Wis. 

(See H.A., Sept. 29, 1932, page 142) 

* € * 

Lone Beacu, N. Y.: Where can I 
buy a rack for displaying screen wire 
having an attachment for cutting and 
measuring ?—P. H. Abrahams. 

ANSWER: Marvel Rack Mfg. Co., 
706 N. Washington St., Minneapolis, 
Minn. 


(See H.A., Sept. 29, 1932, page 175) 
* + a 





LEWELLEN, NeEB.: Who makes the 
Rayo lamp?—Platte Valley Hard- 
ware Co. 

ANSWER: Standard Oil Co. of 
N. J., 26 Broadway, New York, N. Y. 

(See H.A., Sept. 29, 1932, page 127) 


LaKE GeorceE, N. Y.: Where can 
repairs for the Easy lawn mower be 
obtained ?—-Walter Harris Hardware. 

ANSWER: Blair Mfg. Co., Spring- 
field, Mass. 

(See H.A., Sept. 29, 1932, page 142) 


* * * 


Dover, N. J.: Furnish name and 
address of the manufacturer of Bo- 
lens garden tractors.—Harry A. Arm- 
itage. 

ANSWER: Gilson Mfg. Co., 
Washington, Wis. 


* * * 


Port 


WasuinctTon, D. C.: Furnish names 
and addresses of several sources of 
supply for spruce and other Christ- 
mas trees.—Geo. B. Stevens. 

ANSEWER: L. B. Brague & Son, 
Hinsdale, Mass.; G. R. Kirk Co., 
Tacoma, Wash., and J. Hofert, 1220 
Maple Ave., Los Angeles, Cal. 


* * * 


Ipa, Micu.: Who makes the Mon- 
arch electric washer?—N. A. Weipert 
& Sons. 

ANSWER: American Laundry Ma- 
chine Co., Cincinnati, Ohio. 


* * * 


Newport News, Va.: Who makes 
the Daisy grip-neck rubber tired 
casters that are being sold by chain 
stores at 10c. each? — Rosenbaum 
Hardware Co. 

ANSWER: Schacht Rubber Mfg. 
Co., Huntington, Ind. 


* * * 


Jackson, Miss.: Furnish names 
and addresses of several manufactur- 
ers of small molding and beading 
with whieh to repair antique furni- 
ture.—Jackson Hardware Co. 

ANSWER: Henry Rowe Mfg. Co., 
Newaygo, Mich.; South Bend Dowel 
& Mfg. Co., South Bend, Ind., and 
Grand Rapids Dowel Works, 709 
Burton St., Grand Rapids, Mich. 


* * * 


New Beprorp, Mass.: Who makes 
the Imperial tube cutter for cutting 
small oil burner tubing?—DeWolf & 
Vincent. 

ANSWER: 
Co., 1200 W. Harrison St., 
Ill. 


Imperial Brass Mfg. 
Chicago, 





Information regarding sources of supply as provided readers of Harpware ACE 
by the Who Makes It Editor is here presented as an aid to others in the trade who 
may be seeking the same articles, The inquiries reproduced have been selected 


because of their general interest to hardware merchants and buyers. 


This 


editorial feature in each issue supplements the service rendered by the “Who 
Makes It?” issue published on Sept. 29, 1932. 
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NAPPANEE 
METAL BACK 
STEP LADDERS 


Coat No Mone! 


| \ 









No breakage 
in shipment PATENT APPLIED FOR 
+ 


No breakage 
in use 
* 


HE FIRST genuine advancement in 
Step Ladder construction in a generation. 


We pay the freight 


Insist on Metal Back Ladders for your trade. 
If your jobber does not handle them, write 
us for prices. 

A Metal Back Ladder for every need. 


NAPPANEE LBR. & MFG. CO. 


Nappanee, Indiana 
ESTABLISHED 1886 l 
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Sell it for [Wumination 
of MODEL HOMES and 
Realty Developments 


A profitable, inexpensive Floodlight of the reliable type 
now in big demand for outdoor illuminating purposes. 
Model Homes, remodeled homes for sale; entrances, shrub- 
bery and buildings in real estate developments . . . these 
are but a few of the ‘uses that bring Dietz “Economy” 
Floodlights into wide demand. 

Stock a few of these profitable Floodlights. We furnish 
circulars for counter use. Ask your Jobber. 


R. E. DIETZ COMPANY 
NEW YORK 


Makers of Lanterns for the World—Founded 

1840. Output Distributed Through the Job- 

bing Trade Only. We Do Not Sell Mail Order 
Houses and Chain Stores. 


—Ssasae 


‘' 





tbs t 

ib ! 

i yi 
‘ ' 
a, 1 
' 

' 

' 

\ 

S 


Floodlighting for Contractors Lighting Driveways, Gardens, etc. 


57 











Utility Merehandising Was Chief Subject 
at 44th Western Convention 


TILITY merchandising was the 

chief subject discussed at the 
Western Retail Implement and Hard- 
ware Association’s 44th annual con- 
vention, Kansas City, Mo., Jan. 17, 
18, and 19. The secretary’s report, 
presented on the opening day, re- 
ferred to the alleged misleading 
statements being published by the 
Kansas newspapers in an effort to 
have the law prohibiting utility com- 
panies from selling merchandise in 
Kansas repealed. 

On the second day, past president, 
Clayton Lehman, Newton, Kans., 
presented reports from dealers, 
which, he said, disproved the conten- 
tions of the Kansas utility com- 
panies, i. e., that the Utilities Mer- 
chandising Act had been a contrib- 
uting factor to unemployment and 
empty store buildings in Kansas. 

Wednesday’s session opened with 
an address by president J. D. Rey- 
nolds, Carthage, Mo., and the an- 
nual report of secretary Herbert J. 
Hodge, Abilene, Kan. Mr. Reynolds 
said that the hope of the hardware 
and implement industry was in the 
restoration of farm buying power. 
Mr. Hodge’s report criticized the 
U. S. Department of Agriculture for 
attempting to sponsor a plan where- 
by the government would lend money 
to farm cooperatives to buy farm 
equipment direct from manufac- 
turers. The report also charged the 
government with publishing mislead- 
ing information as to the margin of 
profit being received by implement 
dealers. 

Conrad H. Mann, president, Kan- 
sas City Chamber of Commerce, also 
stressed the importance of higher 
prices for farm products, and ex- 
pressed his approval of a work 
sharing plan for industry. At the 
evening session, R. H. Roberts, 
Dealer Service Manager, Hibbard, 
Spencer, Bartlett & Co., Chicago, IIl., 
advocated keeping all merchandise 
on display, and cautioned against 
overstocking unpopular items. In an 
open forum the following subjects 
were discussed: the sales tax; selling 
twine and repairs for cash only; 
utility merchandising, and the bank- 
ruptcy law. 

S. A. Long, Wichita, Kan., the 
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J. D. REYNOLDS 
Retiring President 


principal speaker at Wednesday’s 
session spoke on “The Hardware 
Dealer’s Opportunity,” stating that 
the only excuse the dealer had to 
exist was that he might help someone 
do something better than he could 
do it alone. He also declared that 
prosperity would return in due time 
if legislative bodies did not clog 
its channels with unsound laws. 


Urges Cooperation 


J. E. Woodmansee, Richards & 
Conover Hardware Co., Kansas City, 
Mo., expressed the opinion that the 
Utilities Merchandising Act in Kan- 
sas could be made more successful if 
dealers would try to cooperate with 
Utilities. He was followed by Erb 
Krieder, Townley Metal & Hardware 
Co., Kansas City, Mo., who attributed 
the dealers’ failure to stock electrical 
appliances when they were first 
placed on the market to the virtual 
monopoly utilities then had on such 
items. Frank E. Harwi, A. J. Harwi 
Hardware Co., Wichita, Kan., con- 
tended that one of the main reasons 
why dealers had not reaped the ex- 
pected improvement from the Kan- 
sas law was due to the fact that 
utilities were setting up their own 
men in the electrical and gas appli- 
ance business to compete with hard- 
ware dealers. 

At the final session, W. A. Long, 
master farmer, Fowler, Kan., stressed 
the closer association and coopera- 
tion of the farmer and the dealer as 
a determining factor in financial re- 





H. J. HODGE 


Secretary 





AL G. WRIGHT 
President 


construction. Resolutions presented 
by J. F. Goodman, chairman, Resolu- 
tions Committee, and adopted reaf- 
firmed the association’s stand on 
utilities; disapproved a general sales 
tax as proposed; opposed the farm 
board plan of loaning money to co- 
operatives for the purpose of buying 
direct; encouraged the government 
to extend seed loans to farmers even 
if they have not yet paid for last 
year’s seed; opposed government in 
business, and favored repeal of the 
three-cent postal law. 

A discussion, under the theme 
“Conducting the Hardware and Im- 
plement Business Better Than Dad 
Did It” was led by Tom Witten, Jr., 
Trenton, Mo., and carried on by 
other sons of several association 
members. Emphasis was placed on 
modern approved methods of adver- 
tising and display. 

Al G. Wright, who has conducted 
a retail hardware business in Arkan- 
sas City, Kan., for the past 11 years, 
and was previously a traveling repre- 
sentative for the Wyeth Hardware & 
Mfg. Co., St. Joseph, Mo., was elected 
president. Claud Cave, Sublette, 
Kan., was chosen vice-president. H 
J. Hodge continues as_ secretary, 
thereby entering his forty-fifth year 
in that office. James F. Goodman, 
Kansas City, Mo., was reelected a di- 
rector and Harry B. Smith, Rich- 
mond, Mo., was the new director 
chosen. Other members of the board 
are: J. R. Whitla, Edgerton, Kan.; 
F. H. Spink, Kansas City, Mo.; Clar- 


HARDWARE AGE 











—- 2D = 


ee US 


—_ + Mv 


, 











NEW BUSINESS 
for LUSTRAGLASS DEALERS 


in the Poultry Field 


Every farmer and poultry raiser in your commu- 
nity is now a prospect for Lustraglass. This won- 
derful ultra-violet-ray window glass will now be 
extensively used for glazing poultry houses, 
dairy and other farm buildings. Advertisements 
in Country Gentleman, Successful Farming and 
Poultry Tribune reaching over 3,000,000 farm 
families are telling the profit-making story of 
Lustraglass for farm use. After months of experi- 
menting, we have definite proof of the benefits 
of Lustraglass in animal husbandry. 


Experiments prove that sunlight through 


USTRAGLASS 


the ultra Violet ray window J/s 
prevents rickets in chicks 





The photographs above show two groups of chicks at the age 
of six weeks. Both groups were raised under similar condi- 
tions except that group “A” was raised under ordinary win- 
dow glass and group “‘B” under Lustraglass. The advantage 


of Lustraglass is obvious...Group “A” are 
stunted, sick and weakly, and four of the origi- 






| asec) 


eet. ae 
AWW nal seven died before the end of six weeks. 
USTRAGLASS Group “B,” raised under Lustraglass, are all 
maaan ne alive and normal, healthy and entirely free 
AMERICAN from rickets. Lustraglass costs no more than 





ordinary window glass. Get in on this big new 
Look for market by offering your customers Lustraglass 
hte toe a for poultry and other farm use. Send for Book- 
— 7 let P332 giving a summary of scientific ex- 
Lustraglass periments showing the value of Lustraglass. 


AMERICAN 


WINDOW GLASS COMPANY 
PITTSBURGH, PA. 


Also makers of Lustrawhite Picture Glass, Armor-Lite Safety and Bullet- 
Proof Glass, Tintaglass, Photographic Dry Plate Glass, %,” and 72” 
Crystal Sheet Glass, Ground Glass, Chipped Glass and Bulb Edge Glass. 
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No. 1706 Screen and Storm Window Sets 





Illustrations HALF SIZE 


One pair 2 x 2 No. 706 Cadmium Plated Loose Joint Butts with 
Brass Pins. one 1144 Hook and Eye. Complete with screws— 
each set packed in an envelope, one dozen sets in a box. Specify 
right or left hand. 


No. 730 Wrought Steel Loose Pin Hinge 
With Button Tip 





Illustration ONE THIRD SIZE 


Loose pin hinge with button tip. Full surface. Length of joint 
3 inches. Screw holes of one leaf are countersunk on both sides. 
Packed half dozen pairs in a box with screws. Size of screws 


% x 8. 


No. 1124 Screen and Storm Window Sets 





“PG 


Illustrations HALE SIZE 


One pair No. 724 Cadmium Plated Screen or Storm Window 
Hangers. One 114 Hook and Eye complete with screws. Each 
set packed in an envelope. One dozen sets in a box. 








RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHase Sy, 
CHICAGO: 162 N. CLinton Sr. SAN FRANCISCO: 703 Marker Str. 
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ence G. Nevins, Dodge City, Kan.; 
F. Ackerman, Sedan, Kan.; F. E. 
Millner, Miami, Okla.; and Sam 
Zuercher, Wichita, Kan. 

A banquet for visiting dealers and 
their wives, sponsored by the Kansas 
City Implement & Tractor Club and 
the Kansas City Chamber of Com- 
merce, was held on Wednesday eve- 
ning. Richard F. Townley, vice- 
president, Townley Metal & Hard- 
ware Co., Kansas City, Mo., and 


president of the club delivered a 
short address of welcome. The guest 
speaker was W. A. Cochel, editor of 
the Kansas City Weekly Star. Mr. 
Cochel discussed the farm situation 
declaring that the farmer’s greatest 
trouble is the interest burden result- 
ing from mortgage indebtedness, 
coupled with the fact that the farmer 
is unable to shut down his productive 
facilities as do manufacturers in 
times of business recession. 





This year’s hardware show was 
suprisingly good. Although there 
were fewer exhibits than last year, 
interest was as keen as usual. The 
outstanding feature of the show was 
the numerous displays of harness and 
related equipment. Six such exhibits 
were in Convention Hall, while other 
harness exhibitors showed at the 
Baltimore hotel, headquarters of the 
convention. Prizes were awarded on 
the’last day by 76 exhibitors. 


West Virginia Convention Optimistic 





E. B. PRYOR 
Retiring President 


N encouraging business note was 
sounded when the West Vir- 
ginia Hardware Dealers Assn. met 
in Huntington, W. Va., January 17 
and 18 for its 20th annual conven- 
tion. Luther R. Stein, vice-president 
and sales manager, Belknap Hard- 
ware & Mfg. Co., Louisville, Ky., one 
of the principal speakers, told more 
than 100 assembled dealers: “Recon- 
struction is at hand or very near. If 
the gloom spreaders of Wall Street 
will leave the workers of Main Street 
alone for awhile, we will make 
speedy progress. The high finance 
boys got us into this situation, but we 
can’t look to them to get us out. 
We'll get out if left alone,” he de- 
clared. 

At the annual banquet at the Hotel 
Frederick, the guest speaker, L. H. 
Buisch, Merchants Service Depart- 
ment, National Cash Register Co., 
Dayton, Ohio, pointed directly to the 
convention theme “The Business 
Battle,” in urging members to ex- 
amine their own businesses, and to 
seek new fields of profitable mer- 
chandising. “Merchandising” he 
said, “has reached the lowest ebb in 
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H. B. CLOWER 
Secretary-Treasurer 


the last three years in the experience 
of any now engaged in the hardware 
field.” 

The dealers also heard an address 
by J. Alfred Taylor, Fayetteville, W. 
Va., former congressman, Democratic 
nominee for governor in 1928, and 
speaker of the state house of dele- 
gates in 1930-31. Mr. Taylor de- 
nounced “unscrupulous politicians 
who kept the cost of government at 
an unnecessarily high level,” and 
attacked West Virginia’s gross sales 
tax, declaring that its cost “is even- 
tually passed on to the ultimate con- 
sumer.” 

At the final business session, the 
association adopted a resolution urg- 
ing a “thorough investigation by the 
State Legislature of all utility com- 
panies operating in West Virginia, 
particularly their merchandising ac- 
tivities.” It was further requested 
that the legislature compel the utili- 
ties “to segregate their power and 
merchandising departments, if they 
are to be permitted to continue mer- 
chandising.” 

Other resolutions recommended 
passage of the Myers bill, providing 


a tax on chain stores; protested exist- 
ing coal freight rates; and offered 
the cooperation of the association to 
the State Department of Agriculture 
“in solving the vexing problems of 
the duties of the various farm 
bureaus.” 

Other speakers at the convention 
were: Harold Hirth, Indianapolis, 
Ind., representing the National Retail 
Hardware Assn.; E. E. Bibb, Beckley, 
W. Va., past president of the associa- 
tion; Virgil C. Hall, Clarksburg, W. 
Va.; S. L. Hall, sales manager, 
Smith Bros., Hardware Co., Colum- 
bus, Ohio; R. S. Kuykendall, Moore- 
field, W. Va.; Harold Kane, Weston, 
W. Va., and Oscar Bowling, White 
Sulphur Springs, W. Va. 

E. B. Pryor, Huntington, W. Va., 
retiring president, was host at the 
president’s annual banquet on Jan- 
uary 17. This was followed by an 
entertainment program sponsored by 
the Emmons-Hawkins Hardware Co., 
Huntington, W. Va. 

At the annual election of officers, 
Harold Kane, Weston, W. Va., was 
advanced from first vice-president to 
president. Virgil O. Hall, Clarks- 
burg, W. Va., was advanced from 
second to first vice-president. Oscar 
Bowling, White Sulphur Springs, 
W. Va., was elected second vice-presi- 
dent. H. B. Clower, Oak Hill, W. 
Va., was reelected secretary-treas- 
urer. New members of the Executive 
Committee are: A. D. Shannon, Buck- 
hannon, W. Va.; Fred E. Reed, Hunt- 
ington, W. Va., and Lawrence Free- 
man, Sutton, W. Va. 

The Executive Committee at a 
meeting to be held in June will de- 
cide the meeting place for 1934. 

Women guests at the convention 
were entertained by a committee, of 
which Mrs. J. J. Sadler, Wayne, W. 
Va., was the chairman. . 
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Volume Items 


with a nice 
volume of profit 


Anchor Brand Bull Rings are one of the 

steady turnover items which are more than 

paying their way. 

Made in all standard sizes and highly finished, 

Anchor Brand Bull Rings are constructed to 

make piercing easy. Packed one each in an 
- envelope, one dozen in a carton. 


Bull Rings 





No. 3134 Self-piercing Pattern 





Bull Tie Snap 


No. 333—%%”"—Swivel Eye 
Length overall 434 inches 


Cannot be opened accidentally. First choice 
of the man who wants an extra heavy, strong 
safety snap. 


NORTH & JUDD 
MANUFACTURING CO. 
NEW BRITAIN, CONN. 
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96 Per Month 


AVERAGE DEALER 
NET PROFIT 


from DREADNAUGHT 
RENTAL SERVICE 


Cash in on this proven, quick-profit 

rental service.—Act Now. The big 
profit season is just before you.—Use the Coupon. 
We'll supply convincing proof that this Plan is uni- 
versally successful in producing exceptional dealer 
profits everywhere. 








We furnish valuable dealer helps and full information 
on how to become quickly known as the source of this 
profitable Rental Service in your neighborhood. 


The Dreadnaught Six Rental Plan—built around the 
only practical portable dustless sander ever developed 
for rental purposes—has produced phenomenal profits 
for hundreds of alert dealers, from thousands of home 
owners who NOW find ample time to refinish their own 
floors in this truly economical way, 
and all without muss or fuss. 











Get this triple profit.—Each Sander 
Rental brings a $5.00 per day extra 
profit alone, plus substantial profits 
from the sale of sandpaper for the 
machine, and the necessary finishing 
materials, and benefit, too, from the 
new customers this service will bring 
into your store. Act NOW! 


»_ cCheNew- _,, 
DREADNAUGHT 6 


PORTABLE DUSTLESS SANDER 


The Result of 16 Years of 
chnowledged Leadership 














MAIL THIS 
COUPON 


NOW! 


CLARKE SANDING MACHINE Co., 
Dept. H-22, Muskegon, Michigan. 

Send complete information on your new Dreadnaught 6 Dustless 
Sander and rental service plan, 
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State Sales Tax Protested by Kentucky Assn. 





W. B. FUGATE 
President 


HE annual convention of the 
Kentucky Hardware and Imple- 
ment Assn., was held at the 
Seelbach Hotel, Louisville, Ky., Jan- 
uary 17-19 inclusive. One of the 
highlight addresses was delivered on 
the opening day of the convention by 
Congressman Elect, John Young 
Brown, Lexington, Ky. Mr. Brown 
attacked the retail sales tax, jointly 
proposed by Governor Ruby Laffon, 
and the Chairman of the State Tax 
Commission. He declared that “the 
sales tax was an income tax ‘turned 
upside down,” and that it does not 
levy on merchandise according to 
the ability to pay, but on both ability 
and nonability to pay. 

In the discussion following Mr. 
Brown’s speech, many members ex- 
pressed the view that what was 
needed today was reduction of public 
expense in accordance with depressed 
business conditions. Opinion was 
unanimous that new or increased 
taxes would retard business still 
further and that the crying need was 
for smaller taxes and fewer needs to 
be met by taxation. 

Another highlight address was de- 
livered by Herbert Sheets, Indian- 
apolis, Ind., managing director, Na- 
tional Retail Hardware Assn. Mr. 
Sheets presented a huge chart which 
depicted the trends in business con- 
ditions from 1812 to the present 
period. The chart revealed that the 
present depression was nothing new. 
Some of the conclusions drawn by 
Mr. Sheets were: (1) that the present 
depression could have been antici- 
pated by a study of past fluctuations 
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W. T. CURTIS 
Retiring President 


J. M. STONE 


Sec.-Treas. 


in business cycles; (2) that in the 
future, by such study, we should be 
able to be forewarned and enabled 
to take the necessary precautions and 
develop remedies to prevent depres- 
sions; (3) that precedent shows we 
will work out of the present situation 
to social and economic well being, if 
we take advantage of the opportuni- 
ties that are bound to come; (4) 
that the end of the depression is not 
as far distant as most people think. 

A discussion of price competition 
by Veach C. Redd, Cynthiana, Ky., 
and Mr. Sheets was the concluding 
feature of the convention. Mr. Redd 
declared that “Merchandise is worth 
the price at which it is made avail- 
able to the consumer. Wholesalers 


and retailers have operated too long 
on the theory that goods are worth 
the price at which they are offered 
by manufacturers.” He further said 
“that goods are not worth one price 
through one channel of distribution 
and quite a different price through 
another one.” “Therefore,” he con- 
tended, “each group must revise its 
buying policies, and buy back from 
the consumer’s price. On no other 
hypothesis can the so-called legiti- 
mate trade survive.” 

Mr. Sheets declared that retailers 
must present a united front to con- 
vince wholesalers they are entitled 
to fair treatment, and must fight for 
their right to serve the consumer as 
efficiently as their competitors. 

Other speakers were: W. T. Curtis, 
Burkesville, Ky., retiring president; 
A. B. Rumley, Midway, Ky., who 
discussed salesmanship, and G. W. 
Sulley, Dayton, Ohio, who discussed 
store. management. 

At the election of officers, W. B. 
Fugate, Middlesboro, Ky., was 
chosen president. Other officers 
elected were: R. E. Arnold, Fal- 
mouth, Ky., first vice-president; A. 
B. Rumley, Midway, Ky., second 
vice-president. Karl H. Young was 
reelected to the board of directors, 
while W. T. Curtis, retiring president 
automatically became a board mem- 
ber. Charles Zimmer, Covington, 
Ky., was the third to be voted to the 
directorate. 


- 





Texas Association 


(Continued from page 51) 


ernment competition; public utility 
merchandising, and other important 
problems. Committees were ap- 
pointed to carry out plans made at 
this meeting to cope with the various 
problems. 

The following officers were elected: 
W. E. Henna, Round Rock, Texas, 
president; Paul Sherrod, Lubbock, 
Texas, vice-president; Dan Scoates, 
College Station, Texas, secretary- 


treasurer. Directors: George D. Mc- 
Cormick, Midland, Texas; Lee Wat- 
son, Brownwood, Texas; H. A. 
Turner, Madisonville, Texas; A. B. 
Mayhew, Uvalde, Texas; Clyde 
Tomilson, Hillsboro, Texas; M. S. 
Henry, Crowell, Texas; A. P. Sharp, 
Troup, Texas; W. C. Timberlake, 
Texarkana, Texas, and Will Evers, 
Denton, Texas. The time and place 
for the 1934 meeting will be set later. 








Reports of Eight More State Conventions 
Will Appear Next Issue, Feb. 16. 
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The Shovel That 


Built America 








MONONGAH 

KNOX-ALL 
PONY 
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COSTS LESS.. 


Lasts years longer than netting! 


Built like a real fence, with full 18 gauge line and stay wires, 
Chic-Mesh is heavier than the usual 19 and 20 gauge netting. 
It stretches and looks like a real fence, too, requiring no top 
or bottom boards. Chic-Mesh meets every netting need for 


nd 


sn 5S LEADERS 


rs, 


ent with a 
>m- 
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the permanent fence. Bottom meshes turn smallest chicks; top 
ADVANTAGE meshes turn even bantams. Better than netting for tem- 
porary fence, because easier and cheaper to erect and take 
down, rolls up quicker, neater, and stands rough handling. 
1 Finest blade steel. Galvannealed —Copper Bearing 
2 Electric Welded Chic-Mesh lasts years longer because it’s Galvannealed— 
Straps. not merely galvanized. An extra process, protected by 12 
U. S. patents, that is performed in greaf heat treating ovens. 
Mec- 3 Die Pressed Mark- The zinc coating is not just ‘‘laid on’”’ the wire. Galvanneal- 
ing ing fuses it right into the wire at 1250° Fahrenheit. Chic- 
/ at- ‘ Mesh, due to Galvannealing, and 20 to 30 points copper in 
A. 4 Shock Band on the steel, not only lasts years longer than netting of equal 
B. : gauge, but actually costs much less! A sensational seller. 
yde Solid Shank. Yields an unusually large profit for you. (23) 
S. 5 Armor- D Ha ndle. Made in 36”, 48”, 60” and 72” heights—150 ft. rolls. 
Ask your jobber about Chic-Mesh Poultry Fence, 
irp, or write us for details and attractive re-sale prices. 
ake, KEYSTONE STEEL & WIRE CO., 823 Industrial St., Peoria, Ill. 
ers, 
lace 
iter. i” 


GALVANNEALED 
Ames BALDWIN WYOMING SHOVEL Co. POULTRY FENCE 


Write also for Red Brand Catalog of hog, field and poultry 


PARKERSBURG, W. VA. NORTH EASTON, MASS. fence, and other wire and fencing products 
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unprocurable here, are 


MADE In AMERICA| Hoppp’s No, 9 


The P f Wherever shown this latest im- » 

e reer or: proved rake is selling rapidly. 

BAMBOO Most flexible, durable and at- W de ked b ttl 
Lawn tractive of all lawn rakes. Note l nec 0 es 
Rakes the two outstanding features be- 





e 
low which create sales imme- 
diately, besides adding greatly are big sellers 
to the appearance of the rake 
and increasing its flexibility and Every gunner likes them. Large 


strength where most needed. enough to insert a wire brush, or 
rod with cleaning patch attached, 
Yamade into the Solvent. Avoids waste. 


jig anne HOPPE’S NO. 9 removes 
Ht! oN ON ene ExERy Toor “ “METAL- leading, metal fouling 
HA = powder residue from [ 
bores, and 


° AT NORMAL Ane GRIP” 
VENTS RUST. Keeps 


Lawn HOPPE S 
LINKS TEETH TOGETHER jv gun like new. — 
jf Fuexi@iry. eam . 2 ..s [UBRIC ATING Ask your Jobber for § 
“ -_ Counter Display holding § 
one dozen 2-oz. bottles. & 
For guns, pistols, fishing 
reels and wherever a very 
penetrating oil is needed 
—one that won’t gum— 


-——"METAL-GRIP” 


The sates construction of the “Metal-Grip” is what 
keeps ALL the teeth on the ground and makes each tooth 
do its full share of the work. The user is afforded the 
use of entire width of the rake without exerting pressure. 
— — feature also insures free movement of the 
teeth and protects them against breakage. As bamboo ' 
handles split we have made the handle of strong, light 2» HOPPE’S LUBRICATING OIL 
wood, beautifully polished. 3 fast selling sizes; 18”. “ aon = —e —— oo cans. 
” ” ‘ anin 
tng wales — ee ee F REE beg a ed “a come pl aa ng 
* Demand “Metal-Grip” Rakes from your Jobber bd P y 4 











Jobbers write us to give to your customers. They wili bring business 
Western Sales Representatives Wented to you. ‘ NC 
Geo. W. McGuire Importing Co. FRANK A. HOPPE, INC. 
Beechhurst Manufacturers Long Island 2314-H N. Eighth St. Philadelphia, Pa. 

















a — *‘»»» a@ most useable group 
SASH CHAIN of manufacturers’ condensed 





ack Stove Wood catalogs « 99 
lurmbers’ i Drive 
Register i Coach 
a ety _ 
urnace ‘ 
Ladder © Machine = Cap says the hardware dealer, referring to the Catalog 
aon amass 
CHAINS Stove & Tire SCREWS , Section of the - 
t ——— 
— U.S. S. Speedometers 
S.A. E. — 
Roemtcheen Faw % Tachometers 
statins © Annual Directory © 
THE CORBIN SCREW CORP. 
THE AMERICAN HARDWARE CORPORATION, SUCCESSOR umber 
NEW BRITAIN, CONN. 
Warehouses: ; 
ae ag — (September 29, 1932, issue) 
Philadelphia 
of 
Cw 


Catalogs of 230 manufacturers are contained in the 
Directory Number. Keep it on your desk for ready 
reference. 
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Convention Calendar 


Week of Jan. 29 ,1933 


NEBRASKA ReTAIL HARDWARE ASSOCIATION CONVENTION 
AND ExuHisiTIoNn, Lincoln, Jan. 31, Feb. 1, 2, 3, 1933. Sessions 
and Exhibition will be held in the Cornhusker Hotel. George 
H. Dietz, secretary, 414-419 Little Bldg., Lincoln, Neb. 


Ittinois Retaw. Harpware Association 36TH CONVEN- 
TION AND Exursit, the Arsenal, Springfield, Jan. 31, Feb. 1, 
2, 3, 1933. Paul M. Mulliken, managing director 1141 Mer- 
chandise Mart, Chicago, IIl. 


Soutu Daxota Reta Harpware ASSOCIATION CONVEN- 
TION, Coliseum, Sioux Falls, S. D., Jan. 31, Feb. 1, 2, 1933. 
C. J. Christopher, manager-treasurer Nicollet at 24th St., 
Minneapolis, Minn. 


ad 
Paciric NortHwest HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Davenport Hotel, Spokane, Wash., Feb. 2, 
3, 1933. E. E. Lucas, secretary-treasurer, Hutton Bldg., 
Spokane, Wash. 


Week of Feb. 5, 1933 


New York Stare Retait Harpware ASSOciATION 3lst AN- 
NUAL CONVENTION AND EXHIBITION, Syracuse, Feb. 7, 8, 
9, 10, 1933. Sessions and Exhibition will be held in the 
Hotel Syracuse. John B. Foley, secretary-manager, 510 Hills 
Bldg., Syracuse, N. Y. 


Wisconsin Retam Hardware AssociATION CONVENTION 
AND Exuusit, Auditorium, Milwaukee, Wis., Feb. 7, 8, 9, 10, 
1933. George W. Kornely exhibit manager 3374 Green Bay 
Ave., Milwaukee, Wis. J. E. Garaghan, secretary, Stevens 
Point, Wis. 


Orecon Retait HARDWARE AND IMPLEMENT DEALERS’ Asso- 
CIATION CONVENTION, Multnomah Hotel, Portland, Oregon, 
Feb. 7, 8, 1933. E. E. Lucas, secretary-treasurer, Hutton Bldg., 
Spokane, Wash. 


Week of Feb. 12, 1933 


Iowa Reta. Harpware AssociaTION 35TH JuBILEE Con- 
VENTION AND HarLwarE SHow, Des Moines, Feb. 14, 15, 16, 
17, 1933. Merchandise exhibit will be held in the Coliseum 
and all sessions in the Venetian Ballroom of the Hotel 
Savery. Philip R. Jacobson, secretary, Mason City. 


MicHicAN Retait HARDWARE ASSOCIATION CONVENTION AND 
Snow, Civic Auditorium, Grand Rapids, Feb. 14, 15, 16, 17, 
1933. Harold W. Bervig, secretary and manager of Exhibits, 
1112 Capital Bank Tower, Lansing, Mich. 


CauirorniA Retait HarpwareE & IMPLEMENT ASSOCIATION 
ConvENTION, Hotel Whitcomb, San Francisco, Feb. 14, 15, 
16, 1933. LeRoy Smith, manager-treasurer, 417 Market St., 
San Francisco,’Cal. 


Week of Feb. 19, 1933 


Connecticut Harpware AssociaTIon CoNVENTION, STRAT- 
FIELD Hore, Bridgeport, Conn., Feb. 22 and 23. Chas. Free- 
man, Branford, Conn., secretary. Nutmeggers Annual Party 
Night of Feb. 22. 
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SHARPEN 
LAWNMOWERS 4). 

AND EARN , 
GOOD MONEY , 











How about a littl EXTRA PROFIT? 


Practically every one who comes into your store has 
a lawnmower that needs sharpening. A sign promi- 
nently displayed in your store will cause many of 
your customers to bring in their dull lawnmowers 
and leave them to be sharpened. The Ideal Sharpener 
grinds the blades to the proper bevel and makes old 
mowers cut like new and stay sharp longer. A boy 
can operate it. You can make the lawnmower sharp- 
ening end of your business a most profitable one if 
you'll install an Ideal. It’s an easy way to make 
extra profits. Write for our new low prices and 
complete information. 


THE FATE-ROOT-HEATH CO. 
701 Bell St., Plymouth, Ohio 





entirely new idea 


$7.00 will fit up a counter 
20 Vesey St., New York City 


700 Bryant St., Montpelier, Ohio 


better seen. . More attractive 


fixture. . 
of six shams, each of suitable 


Provide two steps each 214 in. 


STEP UP 
Sales with the new 
STEP UP fixture 


(Cut out ad and attach to letter head) 


your merchandise so it can be 


displays can be had with the new STEP UP 
(] Send Hellers Sales Producing Equipment Catalogue No. 31-H. 


IH E LLE R Merchandising Systems 


WRITE TODAY for FREE LITERATURE on the new STEP UP fixture. 


in sales producing equipment consisting 
size for your present display counters. 
Tangerine enamel. Built to take glass rub-rail. 
with these new STEP UP fixtures. ‘ 


Elevate 
high. 


W. C. HELLER & CO. 
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STAR “MOLY ’G,)HACK SAWS 


HEAVY DUTY EXTRA VALUE 


FOR METAL CUTTING 


STAR MOLY ® 
cee oe 1024 MOLY @ 


CLEMSON'S LATEST ACHIEVEMENT 


CLEMSON BROS. INC. MIDDLETOWN. N 


THIS DISPLAY SELLS 
STAR “MOLY” BLADES 


This attractive display, incorporating 12 Star “Moly 
Blades, will help to increase your hack saw profits. 
These blades almost sell themselves—at one-third 
less cost. 


” 






You get the greatest value when buying Star 


v9 “Moly”——the copper colored blade. 
Order from your jobber NOW. 


STAR HACK SAWS 





CLEMSON BROS.,INC., MIDDLETOWN, N. Y. 
@ 2077 








v 


OUT OF SIGHT— 
AND OUT OF MIND— 


Display . .. display . . . display 

. . and still more display. 
What is out of sight is largely 
out of mind. Let your stock 
do its own measure of selling. 
There is a continual stream of 
articles in HARDWARE AGE 
to aid you in effective window 


and counter displays. 


Keep in Step With This Modern Trend 


t 














Oxn1o Harpware AssociaTION 39TH CONVENTION AND Ex- 
HIBIT, Toledo, Ohio, Feb 21, 22, 23, 24, 1933. Sessions: Com- 
modore Perry Hotel. Exhibit: Exhibition Bldg. James B. 
Carson, secretary, 708 Winters Bank Bldg., Dayton, Ohio. 


Missournt Retart HARDWARE ASSOCIATION CONVENTION 
AND -ExuiBit, New Hotel Jefferson, St. Louis, Mo., Feb. 21, 
22, 23, 1933. F. X. Becherer, secretary, 5106 N. Broadway, 
St. Louis, Mo. 


VirciniA Retait Harpware AssociaATION CONVENTION, Roa- 
noke, Va., Patrick Henry Hotel, Feb. 21, 22, 23, 1933. Thos. B. 
Howell, secretary, 602 E. Broad St., Richmond, Va. 


Week of Feb. 26, 1933 


New Encianp Harpware DeAters AssociaATION 40TH Con- 
VENTION AND Exuipition, Mechanics Bldg., Boston, Mass., 
March 1, 2, 3, 1933. George A. Fiel, secretary, 140 Federal 
St., Boston, Mass. 


Week of April 16, 1933 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Hotel Amarillo, Amarillo, Texas, April 17, 18, 19, 
1933. C. L. Thompson, secretary-treasurer, Canyon, Texas. 


Weeks of May 1 and 8, 1933 


Toy MANUFACTURERS OF THE U. S. A., INc., Cuicaco, Toy 
Fair, Stevens Hotel, May 1 to 13 inclusive. James L. Fri, 
managing director, 200 Fifth Ave., New York, N. Y. 


Week of June 4, 1933 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION, Convention and Exhibit, composed of Alabama, Florida, 
Georgia, and Tennessee. Atlanta, Ga. Ansley Hotel, June 
6, 7, and 8, 1933. Walter Harlan, secretary, 1450 Piedmont 
Ave., N.E., Atlanta Ga. 


Tue Harpware ASSOCIATION OF THE CAROLINAS CONVEN- 
TIoN, Hotel Goldsboro, Goldsboro, N. C. June 6, 7, and 8, 
1933. Arthur R. Craig, secretary-treasurer, 803-5 Commercial 
Bank Bldg., Charlotte, N. C. 


Week of June 11, 1933 


AMERICAN O1t Burner AssociATION 10TH ANNUAL SHOW 
AnD ConveNTION, Hotel Stevens, Chicago, Ill. June 12, 13, 
14, 15, 16, 1933. Secretary’s office, 342 Madison Ave., New 
York, N. Y. 

LoutsiaANA Retait HARDWARE AND IMPLEMENT ASSOCIATION 


ConveENTION, Francis Hotel, Monroe, La., June 12, 13 and 14, 
1933. J. C. Ritchie, secretary, Box 532, Ruston, La. 


Mississipp1 RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION, 27th Convention, Robert E. Lee Hotel, Jackson, Miss., 
June 12, 13 and 14, 1933. Guy Nason, secretary-treasurer, 
Starkville, Miss. 


Week of April 2, 1933 


Sixty-sixth Semi-annual Convention of the American Hard- 
ware Manufacturers Association, and the Forty-third Annual 
Convention. of the Southern Hardware Jobbers Association. 
Joint Meeting. Memphis, Tenn. Headquarters: Hotel Pea- 
body. April 3, 4, 5, and 6, 1933. Secretary, Manufacturers 
Assn., Chas. F. Rockwell, 342 Madison Ave., New York City. 
Secretary Jobbers Assn., T. W. McAllister, Grant Bldg., 


Atlanta, Ga. 
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Scythes 
Bush Hooks 


Grass Hooks Corn Cutters 


Grass Shears 








Hay Knives 


North Wayne Tool Co. 


Oakland, Maine 
General Sales Office 
6331 Tireman Ave., Detroit, Mich. 
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KEYSTONE Copper Steel Sheets 
In Hardware and Supply Trades 


Use sheets of recognized reputation and 
value. For roofing, siding, gutters, spout- 
ing, air conditioning systems, and gen- 
= eral sheet metal work—Keystone Copper 
BH Steel gives maximum rust resistance. 
Be; Insist upon AMERICAN Black Sheets, 
| Keystone Rust Resisting Copper Steel 
Sheets, Apollo Best Bloom Galvanized 
Sheets, Galvannealed Sheets, Heavy-Coated Galvanized Sheets, Formed 
Roofing and Siding Products, Terne Plates, etc. Write for information. 











This Company also manufactures U S S STAINLESS and Heat Resisting Steel Sheets 
and Light Plates for all uses to which these products are adapted. 
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Free Deal for Dealers! 


One FLEX-NEK Nozzle Holder Given 
Free With Each REAL-REEL Ordered 
for Delivery Up to March Ist, 1933 


ha ERE is a FREE deal that will 

5 enable you to sell a_ lot of 

hose reels this spring. We give 

you a FREE FLEX-NEK Nozzle 

Holder (Retail Value 75c) with each 

REAL-REEL—you pass the free offer on 
to your customers, It’s A WINNER! 


REAL-REEL is the most popular hose 
reel on the market—nothing like it. 
Water runs through the reeled-up hose— 
unreel only amount of hose needed. When 
through sprinkling, a turn of crank reels 
up hose. No mussy oe to handle. The 
reel that permits sprinkling without soil- 
ing hands or clothes. 
















FLEX-NEK holds hose nozzle rigid in any 
position. Position changed instantly with- 
out shutting off water. Far better than 
rotary sprinklers. Everybody wants one 
when they see it. The free offer sells 
‘em every time, 





and FLEX-NEK Nozzle Holder 


This combination will give you the big share 
of hose reel and sprinkler business. Our ad- 
vertising in leading maggzines, featuring this 
FREE FLEX-NEK Offer will bring a lot of 
customers to the stores of REAL-REEL Dealers. 
REAL-REEL and FLEX-NEK appeal to 
every prospective purchaser—they sell them- 
selves, Satisfaction to _purchaser—g 
we be dealer. REAL-REELS are - — 
—nothing to wear out or get out of order. FLEX-NEK Nozzle Holder 
Drum, black enamel; Standards and Wheels, 

green. Order from your jobber or write to 


ANKER-HOLTH MFG. CO., Dept. 100, Port Huron, Mich. 


























A Wave of Economy 
Is Selling STAR Heel Plates 
SO6OOO6OO00000 


—most popular sellers 
for over 25 years. 
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Star Heel Plates save 
the heels and outlast 
other brands, because 
made heavier and larger 
of best materials. 


, 
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Now niade in 9 popular 
selling sizes from No. 000 
smallest—to No. 6 larg- 
: est. Packed 4 gross 
Ve, SUAR ON pairs to each box. Also 
“QAM on cards (3 pairs as- 
P sorted), sizes 2-3-4. One 
eSNG dozen cards to bundle. 
"Tl Good profit. 


EX Send for Samples and 
E> Trade-prices. 


STAR HEEL PLATE CO. 


357-391 Wilson Ave. Newark, N. J. 






¥% 
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What's New 


for Retail 


Hardware Stores 


Heller Step-Up Fixture 

Consists of several shams which when 
placed on a display counter form steps on 
which merchandise may be displayed. 
Three lower and three upper shams pro- 
vide two steps for more visible displays. 
Each sham finished in tangerine enamel, 
built to take glass rub-rail. Lower shams, 
174 in. wide, upper shams, 944 in. wide. 





Each sham 2% in. high, placing first step 
2% in. above bed of counter, second step 
5 in. above bed of counter. By placing 
shams in center of aisle counter a step up 
from each side is formed. Dealer cost, $7 
for the six shams. Literature available. 
W. C. Heller & Co., Montpelier, Ohio. 





Large Aluminum Collapsible 
Tubes for Hardware Products 
Measure 10 inches and more in length, 
and as much as 2% inches in diameter, for 
packaging such products as roofing cement, 
caulking pitch, belt dressing, polishing 
compound, grease and paint. Tubes this 
size are comparatively new to the pack- 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


GE, 5 ko ek Roe 

















aging industry, although aluminum tubes 
in smaller sizes have been used for some 
time for other lines. Characteristics pointed 
out as advantageous are strength and light- 


ness, forming properties, adaptability to 


use and the ease with which it is decorated. 
A feature of aluminum tubes is the wide 
variety of long and short nozzles and aux- 
iliary applicators which are available. 
These are stiff and strong and may be had 
in many lengths or shapes, such as flattened 
at the end, in fish tail fashion, so that they 
will extrude a wide thin ribbon. May be 
made triangular for glazing or oval shaped 
for use in filling cracks and crannies. 
Aluminum collapsible tubes may be effec- 
tively enameled and lithographed, as 
smooth clean surface is said to prevent 
coating from blistering or peeling. Printed 
characters and colors are unusually sharp 
and distinct. Further details may be had 
from Aluminum Co. of America, Pitts- 
burgh, Pa. 





Rome Whistling 
Tea Kettle 


Of solid copper with highly polished sur- 
face and Bakelite trimmings. When kettle 
starts to boil bird strikes up a happy note, 
which continues until heat is turned off. 
Suggested retail selling price, $1, slightly 
higher west of Rocky Mountains. Rome 
Mfg. Co., Rome, N. Y. 








Federal Stainless 
Kitchen Enamelware 


Items have wide bottoms, which are 
enameled black. The black surface is said 
to save, fuel, and to prevent cracking of 
enamel, even when “boiling dry.” The 





maker says that this ware is “chip proof 
and three times as thick as any en- 
ameled ware previously made.” Tea kettles 
equipped with bakelite handle, so placed 
that asér need not bend wrist when pouring 
liquids. Coffee pots, Dutch ovens, etc., 
equipped with bakelite knobs and chro- 
mium covers. Federal Exameling & Stamp- 
ing Co., McKees Rocks, Pa. 

“Free Service Station 

for Roller Skates 


A sales help offered to dealers handling 
Pexto “Let’s Go” roller skates It is free 
to the user and comes to the dealer free 
with his order for Pexto roller skates. Box, 





which is attractively colored in red with 
white and black lettering, has the Pexto 


trade mark. It is of a size and strength 
to permit skaters to use it as a seat, while 
making adjustments. Tools are attached 
f the box by chains of a length permitting 
easy access. May be placed outside store, 
in the entrance, or in any convenient lo- 
cation. Pexto roller skates come in Blue- 
Aro, Green-Aro and White-Aro styles. The 
Peck, Stow & Wilcox Co., Southington, 
Conn. 
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Sell Them 
by the set 
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No. 9198 
No. 9189 








Attractive little homes 
for Wrens... finished in 
weather-resisting brown 
oil stain. Display them 
for spring sales ... priced 
very reasonably. A large 
variety of styles and sizes 
to select from. Descrip- 
tive literature sent upon 
request. 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in his work, and it Order from your Jobber. No. 9195 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try it. 
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of Forstner Bits arc the only bits that are not dependent on a center o 

level to guide them. They cut from the outer rim. The entire surface. is 
n- at work all the time, no jagged ends; every part of the work is smooth and ARCADE 

= They bore their way through hard, — cross grained wood, 
es aving a smooth hole and clean, polished surface MFG co 

. 1 
od Let us send you catalogues. Order through your jobber or direct. H R D Ww R E 
1g Th P ° i FREEPORT. A A 
e Progressive Manufacturing Co. ILL. 

~~ TORRINGTON, CONN., U. S. A. 
O- necro nacaeiae 
p- 
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“no Sie, S want: PENN teckal” 


You can’t blame this wise hardware dealer for insisting upon 
PENN TACKS. 


He’s seen their clean, lustrous blue finish—their easily 
stacked, glossy, blue cartons—and their new, beautifully 
printed, red and blue packages. He knows that they mean 
added sales wherever they’re displayed. 





Penn Tacks cosf no more than ordinary tacks in dingy black 
boxes—but they increase your sales, thereby yielding greater 


profits. 

th Send today for a free sample of 
to Penn Tacks. Spread them out on 

Grade (128199 LIGHT your counter. ou’ll see the dif- 
th i wd ho 16-16-18 20 and and 14-16-18 Mesh ference at a glance and you'll de- 
le ‘tr yond Ox» Weaving Weaving 14-16 Mesh mand Penn Tacks on your next 

tack order. 

-d PREFERENCE — eg Soe 7 apeor hey buyers everywhere, and a 7 o-_ 

~ of new customers, to soundness of our adherence to quisb ff 
‘id and SERVICE which have established the mame of “G & B” as a guaranty of dependablty — THE PENN TACK CO. 


NORRISTOWN, PA. 


“ The Gilbert & Bennett Mfg. Co. 


Established 1818- America’s Oidest Woven Wire Factory-Manujacturers 





: Naheiea Sel We Chik ol ees andstomre PENN TACK CO. 
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New B. F. Goodrich 
Garden Hose Package 


For the “Multispray” line shows units in 
use and illustrates how spray hoods are 
assembled. Of compact size and attractive 
appearance. B. F. Goodrich Rubber Co., 
Akron, Ohio. 





Issues Du Pont Trapshooting 
Handbook 

Containing forty pages and many illus- 
trations. Of attractive appearance, bound 
in a green cover. Tells “how to organize, 
equip and conduct clubs for trapshooters” 
and includes discussion of a wide variety 
of novelty shooting events as well as a 
bibliography of shooting literature. TIllus- 
trations include clubhouses and grounds 
used by trapshooters all over the country. 
Smokeless Powder Department, E. I. du 
Pont de Nemours & Co., Inc., Wilmington, 
Del. 


Prest-O-Strainer 

Comprises Roll-Thru pestle, two strainer 
meshes, frame and stand. The maker states 
that its design saves vitamin content in 
foods strained. Food placed in the strainer 
is forced through meshes by the Roll Thru 





pestle. Easily operated and cleaned. Sug- 
gested retail selling price 50c, slightly 
higher on the Pacific coast and far west. 
Dealer cost, $4 per dozen. The Washburn 
Co., Rockford, Ill., and Worcester, Mass. 


Skat-A-Rat 

A product for killing both mice and rats; 
is said by the maker to cause rodents, who 
have eaten it, to experience a burning sen- 
sation which drives them from the build- 
ing, in search of fresh air and water. 
The maker also states that it is harmless 
to human beings and household pets and 
that the rodents never die indoors, after 
taking Skat-A-Rat. Used by application to 
bread and other food in paste form. In 
handy tubes for household use and in bulk 
(liquid and paste) for use in industry, 
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stores, etc. Illustration shows display car- 
ton. List prices, paste: 2% ounce tube, 
50c; 1 lb. can, $3; 2 lb. can, $5.75, and 
5 lb. can, $13.75. Liquid list prices: 1 
pint can, $3; 1 quart, $5, and 1 gallon 
can, $18. Special discounts in large quan- 
tities. Skat-A-Rat Corp., 25 Calhoun Ave., 
Providence, R. I. 


Gold Strand Insect Wire Cloth 
Measuring Tape Now on Selvage 


This tape, introduced last season, is now 
fastened along the selvage of the fabric, 
for identification of the product and for 
measuring cloth, as dealer sells it. Tape 
is cut with screen cloth, serving as a meas- 
uring tape for dealer, filling order and as 
a perpetual inventory of the contents of a 
roll. Tape, although attached along entire 
length of roll, is easily detached, so that 
it may be left on by dealer or used by him 
for tying an order for the cloth. A repre- 
sentative of the manufacturer will attend 
sixteen hardware exhibitions, all over the 
country where he will show the new talking 
picture, “Get on the Gold Strandard,” 
which is entertaining and instructive, with 
the scene laid in a modern hardware store. 
It is a message for both the dealer and 
wholesaler, for showing the uses and pur- 
poses of the Gold Strand Measuring Tape 
in the Gold Strand Insect Screen Cloth. 
American Wire Fabrics Corp., 41 E. 42 St., 
New York City. 





Three Bolt Dead Lock 

Drop forged bolts, case hardened to 
withstand saw or jimmy, says the maker. 
Die cast case and strike, bronze cylinder 
with three keys. Full vision of bolts when 
locked. For use on any type of door. 
Working model with order of six units. 
Kemp Lock, Inc., 461 Fourth Ave., New 
York City. 








Super-Cut Lopping Shears 

For cutting limbs to 2 in. in diameter. 
Measures 31 in. in length over all and 
although durable is of light weight. Blades 
and handles forged in one piece from spe- 
cial alloy steel, heat treated. Slim handles 


e— 


| 


proportioned to reduce weight. Parts 
joined with hardened bolt, fitted with a 
nut locking device. Hardwood grips are 
riveted to the steel handles. Finished in 
two color enamel, packed in cartons of 
one dozen. List price, $3. Seymour Smith 
& Son, Inc., Oakville, Conn. 








Atkins “Silver Steel’ No. 14 
Utility Speed Pruner 

Cut a 4% in. limb in 17 strokes without 
forcing in a recent test. Curved shape of 
saw gives the correct stroke in cutting to 
permit a 54 in. radius front and back with 
an easy pull cut. Teeth, diamond point 
with well shaped raker to quickly clean 
shavings from the kerf. Saw available 
with or without the new Atkins automatic 
“On and Off” belt snap, which is being 
supplied on this and other pruning saws 
or sold separately for use on other tools 





permits easy removal of saw from user’s 
belt and is especially convenient for line- 
men and orchardists to save time for cut- 
ting by making a rapid adjustment to and 
from the belt with one hand. Saw handle 
of thoroughly seasoned air-dried beech, lac- 
quered and polished, weather resisting. 
Has extra large grip permitting gloves. 
Comfortably shaped for the hand. In 26 in, 
length only. Packed 1/3 dozen per box; 
filed and set ready for use with instructions. 
E. C. Atkins & Co., 402 S. Illinois St., In- 
dianapolis, Ind. 
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McKINNEY 


CARDED HARDWARE 





In addition to our original line of twenty items we This new “Line B” comes in assortment packages of 
have added Corner Irons in 3 popular sizes, Corner 1 doz. each, of the 12 items, as well as one gross cards 
Braces, 5 sizes, Mending Plates, 3 sizes and Tee to a carton. 

Plates, 1 size, Cadmium finished, complete with Displayed on open tables McKinney Carded Hard- 
screws, which a careful survey shows will meet a ware sells rapidly and profitably. Send for folder 
ready demand. and discounts. 





McKINNEY MANUFACTURING CO. PITTSBURGH, PA. 








A Continuous Business 
That Pays Steady Profits 


Replacing wringer rolls pays steady 
profits, because most wringer rolls be- 
come worn in a few years and need 
replacement. Thousands of clothes 
wringers sold during the past five or 
ten years require new rolls right now. 
Housewives will gladly buy new rolls 
if you tell them how inexpensively 
you canreplace them with 
FRETCHER WRINGER ROLLS. 


And so quickly they are not incon- 
venienced. A small stock suffices as 
these rolls may be easily cut to de- 
sired lengths. Made of splendid qual- 
ity rubber—guaranteed not to break 
loose from the shaft. 











DI acre 


Guests at the William Penn enjoy the pres- 
tige of a good address. a a a From coast 
to coast it is known as a hotel of distinc- 
tion, possessing an atmosphere appreci- 


While servicing wringers you can also 
make extra sales and profits by selling 
these same customers the new 


’ H ” 
Fretcher’s “Slip-On” Tub Hose 
—- — an tasted ong easily piineed, on - tier 

ot or cold water faucet. t saves sewives t 
ie) 1 @) HOTEL of “‘bucket’’ filling. We have a senep-anaicind seepesl- 


WI L LI ) m p E nn tien for Jebbers end Declocs. Welte lor Haeretere ond 


ated by experienced travelers. Yet 










rates are reasonable. a a a, William 
Penn Restaurants serve only the high- 
est quality of food at moderate prices. 





full particulars. 
* 


FRETCHER’S, INC. 





PITTSBURGH 
1600 ROOMS...1600 BATHS 211 Glasgow Ave. Akron, Ohio 























< 2 | ee ae vnyees 


Only <S 
LF Nationally S 


SS b Sait, Easiest wetting lisesgnd Made 
Pounee? = 


Distributors: 
01S Se Se sarin shears tor SEYMOUR SMITH & SON., INC. 
113 Chambers St., N. Y. City Three-Ouasinn 
565 W. Washington Blvd. Chicago of » Contd OAKVILLE, CONNECTICUT 
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U. S. Stainless 
Enameled Ware 

Line includes deep lipped sauce pans, 
refrigerator equipment, coffee pots, etc. 
The maker states that this ware will not 
stain nor tarnish and that it resists acid. 
Available in white with black trim and 
ivory with green trim. An attractive easel 
card is offered dealers, for calling attention 
to the line. United States Stamping Co., 
Moundsville, W. Va. 





Emerson Universal 
Compact Radio 
Weighs 6 lbs. and measures 10 in. by 


6% in. by 4% in. No special installation 
required. Tubes come installed in their 





ee id 


sockets. Set operates on either A.C. or 
D.C. current. Attractive burl walnut case, 
with marquetry inlay. List price $25. 
Leather carrying case available at an ad- 
ditional figure. Adaptable for use on boat, 
automobile, etc. Emerson Radio & Phono- 
graph Corp., 641 6th Ave., New York City. 


Aquazone Portable 
Air Conditioner 


Two models No. 2000, list, $175, 49 in. 
by 245% in. by 24% in., 110 to 115 volts, 
60 cycle, A.C., D.C., at additional cost. 
Weight 146 lbs. uncrated. Finish, baked 





lacquer in Concordia brown. No. 1000 
slightly smaller in size, same finish, weight 
70 Ibs. uncrated. List, $99.50. Both units 
employ Corozone, an electrical device that 
converts oxygen into ozone. Corozone unit 
optional’ in D. C. models at extra cost. 
Aquazone washes and cools air and is said 
to eliminate smoke and odors. Domestic 
Industries, Inc., 282 N. Diamond St., Mans- 
field, Ohio. 
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Walton Humidifier 


Measures 1344” diameter and 844” high. 
Evaporating capacity approximately one 
pint per hour. Equipped with G. E. motor 
said to consume electrical energy equiva- 
lent to that of a 40 watt lamp. List price, 
$37.50. The Walton Mfg. Co., Inc., 39 
Central Ave., Newark, N. J. 





Hoover Ball Bearing 
Rain Square Sprinkler 


Revolves covering a square surface from 
three to thirty feet square completely, de- 
pending on the water pressure, or how 
much the faucet is turned on, according to 
the maker. The maker states that it com- 





pletely and thoroughly sprinkles from close 
to the sprinkler to outer edge of squares. 
Has a gentle action. Of alloy castings and 
solid bronze parts accurately machined and 
heavily proportioned. Revolves on Hoover 
Stainless Steel Ball Bearings. Suggested 
retail selling price, $3.50. Hoover Steel 
Ball Co., Ann Arbor, Mich. 


Hoeft & Co. Broadside 


Has large illustrations of chick feeders 
and fountains, designed to meet price com- 
petition. One end of broadside, containing 
dealer cost and descriptive matter has 
perforated edge, so that broadside may be 
used for a window poster. Broadside fea- 
tures, in big letters, the suggested retail 
selling prices. Section containing dealer 
information gives specifications, terms, etc. 


Hoeft & Co., Inc., North Chicago, III. 








Reynolds Bonnyware 


Line includes tumblers, shakers, scoops, 
ash trays, funnels, season sets, coasters, 
vases, fufnbler holders (with metal bracket) , 
foot tumblers, utility boxes, biscuit cutters. 
“Bonnyware” is light in weight, non-inflam- 
mable, unaffected by organic solvents, does 
not retain flavor or odor and has a perma- 
nently smooth finish, says the maker. Avail- 
able in various colors. Folders are avail- 
able describing and illustrating items of- 
fered. A color chart is shown on the rear 
page, showing 12 colors offered. Illustra- 
tions show No. 663 salt and pepper shake, 
No. 677 salt and pepper shake, and No. 683, 
5-oz. funnel. List prices per dozen are: 
No. 663 and No. 683, $1.20 per dozen pieces, 
and No. 677, $1.80 per dozen. Reynolds 
Spring Co., Molded Plastics Division, Jack- 
son, Mich. 


a 





Winchester Model 54 Hornet Rifle 


A high-velocity bolt-action rifle embody- 
ing all of the recent improvements made 
in the Winchester model 54, and some 
additional features. The most important 
additional feature is the new Winchester 
speed lock, which is said to enable mak- 
ing higher scores at the target and to 
give greater accuracy in game shooting. 
Lightning firing speed is said to prevent 
“wabble off” of ‘shooter’s aim. Rifle has 
low design receiver, permitting mounting 
telescope sight closer to line of barrel. Has 
same regular sight equipment as Win- 
chester model 54 N.R.A. rifle, including 


newest design ramp front sight with Lyman 
gold bead, blank piece in rear sight slot 
and Lyman No. 48-W receiver sight, with 
micrometer elevation and windage adjust- 
ments. Or, if desired, 54 Hornet is fur- 
nished with Winchester 22-G rear sight in 
place of Lyman 48-W receiver sight. Eye 
cup furnished for target shooting. Lines, 
stock and finish same as regular model 54. 
Properly placed sling swivels for a 1 inch 
shooting type of gun sling is provided. 
N.R.A. type shooting sling available on 
special order. Winchester Repeating Arms 
Co., New Haven, Conn. 

















HARDWARE AGE 





-- 








NEW 
SELLING POSSIBILITIES 


Are constantly being created for dealers who 
apply the Bunting method of retail hardware store 
advertising. 


The acquisition of but one family’s business each 
month is all that is required to consider this pro- 
gram profitable! It assures the dealer of constant 
contact with his trade area. 


THE BUNTING SYSTEM 
NORTH CHICAGO, ILLINOIS 














WINTER CUT HICKORY — 


Handles made from this timber are 
ered the finest! 

At the present time we are laying in a 
large supply of timber from which we are 
manufacturing handles each day at the rate 
of approximately 1000 dozen per day. 


SALLEE BROTHERS 


Hickory Handle Manufacturers 


Pocahontas, Ark. 


& “From treadmill to modern plant production” Rg 
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SAMS 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) « On OO). 9D) 


SAMSON SPOT, PHOENIX and SACHEM brands 


TF iaoRdtietlertachelmeltr liam iatesetastatlrt attire 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 





HILL sittin — 


Style D 










For upper 
porch or bal- 
cony. Has 4 
arms, 5 ft. 4 ins. 
long—holds 110 
ft. of best cot- 
ton line. No 
under bracket 
for clothes to 
rub against. Easily attached to cor- 
ner post. Attractively colored. Send 
for Booklet which shows all styles. 


HILL CLOTHES DRYER CO., Inc., Worcester, Mass. 


New York Distributor — H. Kornahrens Inc. 














Show Them—Sales Follow 


Hardware dealers everywhere like our new 
small Counter Displays of 


Moore Push-Pins 


and 


Moore Push-less Hangers 


To hang up pictures and wall decorations. 
One Dozen Packets to each Display. 
Your Jobber will supply you. 







Write us for a supply of our new folder, “Timely Tips’, 
or how to hang pictures, imprinted with your name, to 
give to your customers. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley Street Philadelphia, Pa. 





’Stands 
Severest 
Service 
Coes “Steel-Handle” Wrench is practically an unbreak- 
able tool. Used by leading railroads, mining com- 


panies and industrial plants, because it withstands 
severest service. 


Sizes: 6, 8, 10, 12, 15, 18 and 21 in. You cannot sell 
a better wrench for heavy work. 


Ask Your Jobber 


<(\ Bemis & Call Co. 
Ba) Springfield . sas, 

















Do you realize that no one fac- 
tor will draw people to your store 
like attractive window displays of 
seasonable merchandise? 


Hardware Age is continually 
reproducing such window displays 
—its representatives are always 
on the lookout for new ideas. 





Good Window Displays « ««««««« «enn nenu « « 


HARDWARE ACE, 239 West 39th Street, New York City 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to sub- 
scribe to extra copies for their 
sales force. 


The cost, $1.00 per year, is re- 
turned over and over in better 
windows and increased trade. 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help 
Wanted Advertisements at Spe- 
cial Rate of one cent a word, 
minimum fifty cents per in- 
sertion. 











Use the “Classified Opportunities Section’? to Reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 
apply to “Business Opportunities,” “Sairs 


BOXED DISPLAY RATES 


fale ccccccccccccccccccccc cc QR 
Rech additional inch.............. 4.00 





Accounts Wanted” and “Sales Rep 
tives Wanted” advertisements. 





Set Solid, Minimum of 50 words... .$3.00 
Each additional word......... ° .06 

All Capitals, Minimum of 50 words.. 4.00 
Each additional word........ 08 
Allow Seven Words for Keyed Address. 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 





Discounts for Classified Adv 
4 insertions, 10% off, 8 insertions, 15% off. 
Due to the special rate, these discounts de 
not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published every ether 
Thursday. Forms close Nine Days previous 
to date of publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City. 











BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 





FOR SALE—BARGAIN—Retail Hardware & 
Paint Business on Long Island—Going Concern. 
Established 25 years. Inventory, about $15,000.00. 

w rental, nominal cash required by right party. 
Reason for selling; owner has other interests that 
command his attention. Address Box B-46. Care 
of Haxpware Ace, New York City. 





HARDWARE STORE, handling also imple- 
ments and coal, for sale. In business for 43 
years. Located in excellent farming district in 
southwestern Ohio. Death of owner is cause of 


sale. Good opportunity to buy a paying business 
at a low price. Address Mr. Tes Bevis, Harrison, 
Ohio. 





WANTED young man with a few thousand dol- 
lars in cash and a million dollar ambition to pur- 
chase an interest in an old established Sporting 
Goods store, located in Massachusetts. Wonderful 
opportunity for a live wire. Address Box B-44, 
care of Harpware Acre, New York City. 








SALES REPRESENTATIVES WANTED 





SPLENDID OPPORTUNITY _tor_ Sales 
Agents calling on Retail Hardware, Housefurnish- 
ing and Furniture stores to sell established line 
having 30-year quality reputation with the trade. 
Territories available in Pennsylvania, New Jersey, 
New York, Delaware, Maryland, West Virginia, 
Virginia, Miocecien. Kentucky, New England 
States. Address Box J-994, care of HarpWaRE 
Ace, New v York City. 

SALE Ss. RE PRE SENTATIVES WANTED— 
calling on hardware jobbers, retailers, lumber 
yards, building supply houses. Some choice ter- 
ritories available Central and Southeastern states, 
also west of Rockies. Fast selling, popular priced 
staple item with unusual features. Good com- 
missions now being earned. Opportunity for ag- 
gressive men. Address Box 7490-A, HARDWARE 
Ace, 802 Otis Bldg., 


SALESMEN to sell a line of baskets direct from 
factory to dealers and jobbers. This line covers 
the hardware, furniture, variety, and department 
store trade, and is a quality line priced right. If 
you are covering your territory regularly this line 
will pay you well in proportion to your efforts. 
Plenty of good territory open. Address Box B-49, 
Care of Haxvware Ace, New York City. 


REPRESENTATIVES WANTED in each of 
the jobbing centers west of Harrisburg, Pa., to 
establish with jobbers and department stores a new 
lawn rake (advertised in this issue). Only well 
established men or organizations considered. State 
full details in first letter. Geo. W. McGuire Im- 
porting Company, Beechhurst, Long Island, N. Y. 





Chicago, Ill. 











WANTED: Sales representative on commission 
basis to sell to the Hardware, Plumbing and Elec- 
trical Trade, a high class line Hack Saw Blades. 


Liberal Commissions. Exclusive territories. _Ad- 
dress Box B-50, Care of Harpware Ace, New 
York City. 





WISH TO GET IN TOUCH with Salesman, 
Hardware Retail. Please state territory covered, 
can guarantee you a nice clean-up. Prefer men 
covering a state. Little Giant Co., 8 East 66th 
St.. Kansas Citv. Mo 


ROPE SALESMEN 
made manila rope sideline; 
necessary; 5% commission. Write fully about 
yourself giving references. Address Box B-39, 
care of Harpware Acz, New York City. 


SALESMAN WANTED in various states to 
sell established line of paint brushes. Leads fur- 
aished. Liberal commission basis. Address Box 
J-936, care Hanpware Acz, New York City. 





WANTED—Philippine 
long-established trade 
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WANT TO REPRESENT manufacturers of 
builders’ hardware, plumbing supplies and tools of 
advertised lines. A live wire calling on architects, 
wholesale and retail hardware stores, chain, house- 
furnishing stores. Territories Metropolitan Dis- 
trict New York and New Jersey. Will carry ac- 
counts or on commission basis. Can furnish bond. 
An interview will prove to your entire satisfaction 
as to my character and ability. Can put up dis- 
play room of manufacturers’ lines if so desired in 
New York City. Address G. Stein, 175 Passaic 
St., Passaic, N. J. Room No. 6. 


BEGINNING 





ANUARY 1, I shall_ travel 
throughout New England in my car, calling on 
the hardware jobbers, department stores, etc., 
representing a few well-known lines. can 
handle one more line. I am_young, energetic and 
know these trades in New England. can give 
you plenty of the finest references as to my abil- 
ity and character. Fred N. Depuy, 239 Warren 
Street, Needham, Mass. 


MANUFACTURER’S lines wanted by young 
executive with fifteen years’ experience in jobbing 
and retail business to call on hardware trade 
in Virginia, North Carolina, South Carolina, and 
Georgia or any one of same. Commission basis. 
Either retail or jobbing lines. Acquainted with 
jobbing trade in above section. Address Box 
B. 36, care of Harpware Ace, New York City. 


ANNOUNCEMENT: I am desirous of communi- 
cation with manufacturers of items for the Hard- 
ware and Mill Supply field, who will be interested 
in having able representation in New England, 
preferably with a Boston stock. F. Alexander 
Chandler (for 30 years with Chandler & Farquhar 
Co.) Home address—33 Wellington Lane, Bel- 
mont, Mass. 


WELL ESTABLISHED COMPANY with 
warehouse facilities operating as distributor for 
western New York is interested to take on addi- 
tional lines of merit on manufacturer’s agent, or 
jobbing basis. Selling to department stores, hard- 
ware stores and allied outlets. Address Box B-43, 
Care of Harpware Ace, New York City. 


MANUFACTURERS’ REPRESENTATIVE 
who has called on hardware and sporting goods 
jobbers in entire mid-west for past ten years de- 
sires a few live lines to offer this class of trade. 
Am young, know the jobbers and capable of _get- 
ting and holding business. Address Box B-45, 
Care of Harnware Ace, New York City. 


A WELL ESTABLISHED New York cutlery 
and hardware manufacturer, importer and sales 
representative desires additional lines. Will con- 
sider propositions for direct shipments on a com- 
mission basis or an agency agreement for outright 
sales from stock. Address all particulars to Box 
B-47, Care of Harpware Ace, New York City. 


HELP WANTED 


EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

152 West 42nd Street 
Wisconsin 7-1802 New York City 


HARDWARE SALESMAN—for factory, real 
estate and store trade in the Metropolitan area; 
an opportunity for an experienced salesman to 
affiliate himself with a growing wholesale hard- 
ware concern in New York City; liberal com- 
mission basis; write stating particulars and ref- 
suenges. Box 22, 38 Throop Avenue, Brooklyn, 
































HELP WANTED 


EXPERFENCED HARDWARE SALESMAN 
to call on retail trade for large hardware jobber 
covering Metropolitan and adjacent territory. If 
you desire a permanent position, know the trade, 
have proper references, write stating particulars. 
Our own salesmen are aware of this advertise- 
ment. Address B-27, care of Harpware AGE, 
New York City. 








SALESMAN, who has experience and following, 
by reputable old established New York Firearms 
and Optical Goods House on commission basis. 
Address Box B-42, care of Harpware Acer, New 
York City. 





POSITIONS WANTED 


EXPERIENCED HARDWARE PERSONNEL 
with many- years of training in the Hardware 
and allied industries are registered with this 





bureau. Executives, salesmen, clerks and tech- 
nical ae each thoroughly experienced in 
his line. New York’s metropolitan district 


we are considered the leading employment agency 
for hardware personnel. If you require ex 
enced help at any time, please do not hesitate 
to call upon us. We charge you nothing for 
this service. You pa is phone to receive 
Prompt attention. Addre 

er PLACEMENT BUREAU 

3 2 West 42nd Street 

WIsconsin 7.1602 New York City 





EXPERIENCED TRAVELING SALESMAN 
with initiative, and real selling ability, honest, 
clean cut, and a live wire, desires chance with 
a manufacturer who seeks to hold and increase 
sales with Hardware, Auto, Plumbing, Mill, Mine 
and Factory Supply Jobbers, Railroads and large 
Industries, introducing new tools or specialties. 
Experienced in advertising and demonstrating. A 
willing worker, a good judge of human _ nature 
and a personaljty that makes friends and keeps 
them. Address B-28, care of Harpware Ace, 
New York City. 





ACTIVE SALESMAN with ten years’ experi- 
ence, contacting hardware trade wholesale and re- 
tail sporting goods houses, department and chain 
stores, throughout Ohio, Michigan, Indiana and 
Kentucky, is seeking permanent connection with 
well established industry which requires a man with 
an unbroken record of real achievements. Will 
consider salary or commission arrangement. Use 
own machine for traveling. Full and complete in- 
formation will be furnished at interview sought 
from principals only. Address Box B-48, care of 
Harpware Acre, New York City. 





SALESMAN LIVING IN CONNECTICUT 
with very large and valuable acquaintance over 
twelve years in Connecticut, Massachusetts, 
Rhode Island and Vermont among yo | man- 
ufacturers, mills, hardware and mill supply con- 
cerns. Wishes to represent a manufacturer of 
merit. Have been successful. Can furnish hi; 
est references that will stand the acid test. Ad- 
dress Box B-23, care of Harpware Acz, New 
York City. 





SALESMAN—Prominent hardware manufac- 
turer has been obliged to let go an experi 
salesman because of conditions, and wishes to 
help him secure new position. Age 40, rugged 
health, experience twenty years, well acquainted 
jobbers, ortheast, also through South to Texas, 
High type, ambitious artes, highest character 
oa ability. Address vo J-996, care of Harp- 
ware Ace, New York js 
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THE DASH (—) 


INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 





CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


POSITIONS WANTED 





YOUNG MAN, very desirous of securing steady 
position about New York and vicinity. Having 
been employed over twelve years in Retail Hard- 
ware, Housefurnishing and Paints. Am fully ex- 
perienced in selling, displays, windows, lock and 
electrical appliance repairs. Christian, 35 years 
of age, single, also have chauffeur’s license. Ad- 
dress Box B-41, care of Harpware Ace, New 
York City. 


SALESMAN—Ohio resident, 35 years of age, 
married; acquainted with hardware and drug dis- 
tributors, also chain stores and department stores 
throughout West Virginia, Ohio, Michigan, In- 
diana and Kentucky, desires specialty line. Eight 
years with last employer. Best of references. Ad- 
dress Box B-12, care of Harpware Acer, New 
York City. 








SALESMAN who has had eight years experi- 
ence in the implement business and two years in 
retail hardware would like to make a connection 
where effort would be recognized. I have_spe- 
cialized in sale of tractors and equipment. I am 
35 years old and can furnish A-1 reference. L. 
B. Bell, Box 151, Danville, Kentucky. 





New connection wanted by hardware executive. 
Experienced in sales, credits and purchasing, 
wholesale and retail. Prefer executive work but 
glad to consider sales work for manufacturers 
in exclusive territory. Age 31. Married. Fif- 
teen years’ experience. Address Box B-37, care 
of Harpware Ace, New York City. 





POSITIONS WANTED 





IF YOU WANT to beat chain store business, 
let me do it for you. Am experienced in retail 
work and chain store business. Past twelve years 
in hardware, implements and builders hardware. 
Have plenty of pep and ready to go. Prefer 
middle West. Address B-29, care of Harpware 
Ace, New York City. 

BUILDERS’ HARDWARE SALESMAN: Uver 
twenty years’ experience in New York State, New 
[srsey. Pittsburgh and Canada ogee | a 
eading buiider’s hardware manufacturer. est 
references. Traveling preferred. Address Box 
B-11, care of Harpware Acz, New York City 

MAN 30, experienced salesman and window 
trimmer. Housefurnishing and hardware. Can 
operate store profitably. Wants steady position. 
Salary secondary. Address Box B-33, care of 
Harpware Ace, New York City. 














sight-seers. 
Need Help? 





And if the goods and prices are tempting— 
you'll succeed in making customers out of 


Put On a“‘Good Show’? 
In Your Show Window 


It’s surprising what a crowd will stop and 
look at a window display when a little 
thought is mixed with the right merchan- 
dise, especially seasonable hardware. 


amples 


Read it—apply its suggestions—put on a 
“Good Show” in your Show Window. 


HARDWARE AGE, 239 West 39th Street, New York City 


Hardware Age is continually reproducing 
window displays that show good taste and re- 
turn good profits. 


Every issue of Hardware Age contains ex- 


of effective window advertising. 
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Steel Brick and Mortar Hods 





No. 158 Mortar, No. 162 Brick, 
26"x12” x 11%” deep 22”x10"27” deep. 
Have been used - years because of their strength 
and lightness. No dripping onto the user’s back. 
They are all steel too. 
Present Prices Will Interest You 


Made by 
THE CLEVELAND WIRE SPRING-CO. 
E. 38th St. and Hamilton Ave. Cleveland, Ohie 





> SPEED UP 
| SALES 


Allith 


ROLLING LADDERS f 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 






























“We Wouldn’t Think of Using Anything Else” 
Says Report Coming from Users of 





47, Soldering & Tinning Flux 


The old favorite for 25 years. It’s 








- favored because of its superior 

i fluxing qualities, non-corrosive fea- 

COMBINATION i, tures, and it’s free from objection- 
SOLDERING ww TINNING tay able fumes. It makes = 


tgs tighter and more lasting join 
FLUX ‘ih Now available in 3 forms—liqui —< 
FOR ALL METAL , Paste—Core Solder. 


ry ti Send for free samples. 
“"uacm i /) The Ruby Chemical Co. 


Y 58 McDowell St. 
Columbus, Ohio 
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Chick Feeders and Waterers in great variety and 
Prices that enable you to meet and beat all com- 
petition! A 16 hole Feeder to retail @ 10c, a 
32 hole Feeder @ 20c, and many other rock 
bottom values to help you make a normal profit. 
Write for Catalog of Moe’s Big Line of Poultry 
Equipment, and be ready for the baby chick 





OEFT & COMPAN 
2305 Davis St. North Chicago, Ill. 








Bi ABI, 
THE STANDARD TOOL (0. 
Red Shield” High Speed Drills 


6900-6918 CENTRAL AVENUE. S, E. 


Cleveland, Ohio 
eee 


sae INDUSTRy — ‘a io . 
MG i= Fe my, The Red Shield eld is printed 


Chita iyantene 


a in actual red color on each 
drill}. 








IVES Patent Ventilating Lock 





, Showing Window “ Showing Window 
Closed Manufacturers of Open. 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 

















Best sellers for 


DOMES D-19 Assortment 22 years. Na- 


Packed 1/3 | tionally known. 






OF gross sets: Seven ao ae t- 
1 doz. each 1 »% New "1%? 








SILENCE size. 

O. ae Refills — Packed 
Insist on the | “52 ad uate of .e size 
nsist on hae carton: a and 
i — ”“—12 sets in 
Genuine a carton; also 
ead "80 antl sovacts 
i %” to %” in a 
Name Inside carton; | wand 
se n 

Each Dome 1%4"—600 

Ask Your GETAIL PRICES PER oN PIECES 
Jobber , Ly (% ", %", e's Yo", %” ) 


Domes of Silence, Inc., 25 PRAM ory 
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HOW FAST 
can he move 


on his HANDS 
and KNEES? 
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THEY WILL BUY THEM IF THEY SEE THEM 


- ia ae 
KinestoNn 
ROLLER SKATES 
A Complete New Line At a New Low Price 


This year the Kingston dealer will have a line of skates better 
than ever before—the finest skates that Kingston has ever 
produced. Not only have both quality and appearance been 
greatly improved but the line is convincingly displayed and 
priced for quick sales. The new Kingston counter and display 
stand shown in this advertisement and the very attractive 
Kingston counter card, mounting the actual skate for the 























customer to examine, coupled with Kingston advertising and Light, sturdy, attractive—an effective _ silent 
: ‘ . - salesman, Supplied FREE with every order of 

Kingston cooperation throughout, combine to produce the 24 assorted pairs of Kingston fast-selling skates. 

best and most desirable line we have ever offered. No. 15 OLYMPIC. Bright nickel finish. 


Genuine leather strap. Double row ball 
bearing double tread wheels. A popular 
seller. 





No. 30 COMET. Nickel-plated ball bear- 
ing double tread wheels, rubber cushion 
flexible, ankle pads and leather straps. 
No. 30B is boxed in red display carton. 








No. 10 KINGSTON DE LUXE, with Rexite guaranteed 


wheels, the finest skate on the market. Rexite (Long wearing, 





i y row rin ntee oO - 
exclusive) wheels are double ball bearing, guara it d not No. 40 CLIPPER. Cold rolled highly bur- 
to wear out within one year from purchase. One size to fit nished steel, rigid support. A good 
skate and a good seller. Leather strap. 


all shoes. All parts highly nickeled, with special Silverbright 
finish, hand buffed. Sheep skin ankle pads, genuine leather 
strap. Large clock-type key. Skates boxed in attractive 
2-color display carton. Note exclusive points of superiority. 


POINTS OF SUPERIORITY: 

Beautiful high luster silver sheen, heavy nickel 
plate finish, hand buffed. 

1—Rexite guaranteed wheels. 2—Double row ball 
bearings. 3—Angle sole and heel. 4—Sheep skin 
ankle pads and genuine heavy leather strap. 5— 
Bright finished dust cap. 6—Steel support with 
cushion. 7—Boxed in two-color display carton. 


Write today for prices and our new merchandising plan 








KINGSTON PRODUCTS CORPORATION . KOKOMO, INDIANA 
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Silver King 
TRADE MARK REG IN THE PAT. OFFICE 
No. SKi2 FISH LINE 








7 he Made for 
Fishermen snodinnimemnnit a Fishermen 
Who a ce ooo Who 
Know I Know 
SHAPLEIGHS <3 > DAMON BRAND 

eu 


TRADE MARK REG.IN TH «S. PAT. OFFICE 





























NO.H9- BAMBOO FLY ROD 


* 
By aha 


me YE 





SAN LUIS 





No.SLEG FISHING LINE 











No.340A FLY ASSORTMENT 
Universally Prized By We Carry the Largest 


Fishermen Everywhere a fos OUR SALESMAN TO SHOW vou) nd Most Complete 
For Original Patterns <a st oe ine of Fishing Tackle 
3 aad ee OUR FULL LINE ‘Aemibled Under 
Exclusive Features One Roof 




















“DIAMOND EDGE IS A QUALITY PLEDGE” 


























Shapleigh National Series No. 1784 H AR D W A R E A e E 

















